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Six tips on JUNE 


How can you make the most money selling silverware 
this June? It’s an easy guess . . . Follow the leader. 







jini LEADER IN CONSUMER PREFERENCE 


What silverware do most women want? An independent 
rescarch bureau asked 2,084 women. And 1,342 of them 
(twice as many as named all other brands combined) said 
—‘‘1847 Rogers Bros.” 


LEADER IN PROMOTING OBSOLESCENCE 


Do women want Viande* in preference to old-style knives? 
Eight out of ten women questioned at luncheon clubs said— 
“Yes!” And says Emily Post—“‘It is the first ‘modern’ object 
that I have seen, which really out-comforts old-fashion!” 


LEADER IN PATTERN DESIGN 


What patterns sell best? The answer is in the sales of 
“Her Majesty’ —and in the companion patterns -in the 
1847 Rogers Bros. line. 


ljnia LEADER IN GIFT MERCHANDISE 


What gift pieces will go best? 1847 Rogers Bros. answers that 
with the new “gift unit.” Ask our representative about it. 


LEADER IN ADVERTISING 


Where can you get the most advertising help? Answer: 
During the past year almost 50% more pages of advertising 
help from 1847 Rogers Bros. than from any other brand. 


sini LEADER IN QUALITY AND PRICE 


Where can I get the best “sales appeal’? Answer: 1847. 
Rogers Bros. Silverplate—the finest of silverplate—is 
priced for today’s incomes—the lowest prices in 15 years— 
and at full profit for you! 


The mark of the International Silver Company— 
a guarantee of quality. 


*Trademark: Knife: U.S. Patent Applied for; 
Canadian Regis. Granted February 11, 1930 
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Distinctive Jewelry 


Unusual beauty, outstanding style and 
splendid value distinguish Katz & Ogush 
creations from all others... . . their 


quality is as distinctive as a trade mark. 
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SPEAKING OF THE JEWELRY TRADE 4.4 a4 a4 


The 200th anniversary 


of the birth of David Rittenhouse, 
astronomer and scientist, which was 
celebrated early in April, served to 
give prominence to the contributions 
to horology with which this engineer 
and many-sided genius in various 
fields could be credited, and called at- 
tention to some particular examples 





of his clockmaking. In a letter to the 
New York Times, Samuel Bernard of 
New York, referring to Mr. Ritten- 
house’s work, said: “I have for quite 
a few years been taking care of a 
grandfather clock that David Ritten- 
house made when he was only 20 
years old. This clock keeps splendid 
time, and the striking, too, is in per- 
fect condition. It is certainly a very 
fine example of Colonial clockmak- 


” 


ing. 
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+ the past month 
Howard E. Schaeffer has been re- 


ceiving congratulations from friends 
all over the country on his recent elec- 
tion by the Elgin National Watch 
Co. as vice-president in charge of 
sales. In Mr. Schaeffer’s long connec- 
tion with the company, he has made 
close personal friends in all branches 
of the jewelry trade and in every sec- 
tion of the country, all of whom are 
delighted to hear of his advancement. 
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It is with the help of these friends 
that he is counting on to have the 
company “tell a good story during 
the year despite the unusual condi- 
tions which all branches of the trade 
are experiencing.” 


$44 


“Fteugh he heads 


one of the few large concerns in the 
jewelry trade that have been going 
ahead with full force during the ab- 
normal conditions which the trade 
suffers at the present time, Benjamin 
S. Katz, of Katz & Ogush, Inc., was 
most reluctant to make a statement 
predicting business conditions. Quot- 
ing a friend (one of America’s lead- 
ing financiers), he remarked that “‘it 
is under conditions like the present 
that fools make statements while wise 
men keep their nose close to the grind- 
stone tackling each problem as it 
comes up to the best of their ability.” 
But Mr. Katz added “as far as our 
own customers are concerned those 
who have recognized the condition as 
it is and have gone to work repricing 
their old goods to the present market 
and buying new goods at present 
prices to sweeten up the old goods, 
are doing business.” In those few 
words there is text for a sermon 
which should be preached to mer- 
chants everywhere. 
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An old and enterprising 


jewelry house of Newark, Busch & 
Sons, took a whole page in a recent 
issue of the Newark Sunday Call in 
which they made a startling and sen- 
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sational announcement in the way of 
a guarantee in diamond sales that 
many believe did much to establish 
the value of diamonds in the minds of 
their present and prospective custom- 
ers. The entire ad was built around 
the announcement of a “‘bond”’ which 
they give to diamond purchasers in- 
suring that any diamond which the 
customer bought during the present 
sale will increase its value at least 25 
per cent by 1937. To substantiate 


HERES A 


= REAL 
Shih 








IDEA / 


‘this guarantee, the firm offered to buy 
back in 1937 the diamond purchased 
now plus 25 per cent profit to the 
customer. The ad, besides showing 
merchandise at various prices, con- 
tained a picture of the bond with the 
announcement : 

“This Bond is your absolute assur- 
ance that Busch & Sons, a corpora- 
tion in the State of New Jersey, guar- 
antees to buy back in 1937 any dia- 
mond you purchase during this sale 
—plus a 25 per cent profit to you. 
Busch & Sons issue one of these bonds 
with every diamond you buy during 
this sale.” 
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F rance has been 


in the last month, the center of wild 
rumors about Americans and Ameri- 
can institutions that have caused con- 
siderable surprise and even amusement 











in this country; most of these though 
without any basis in fact, were taken 
seriously by our European friends. 
One of these ridiculous reports that 
came out of Paris was that the his- 
toric diamond, the Great Mogul, 
had been purchased by John D. 
Rockefeller, of New York, for the 
sum of 2,000,000 francs. Not only 
was the rumor circulated, but pic 
tures of what was supposed to be a 
model and a brief history of the 





Great Mogul were sent for publica- 
tion by a news photographic bureau, 
one of them being offered to the 
Jewevers’ CircuLar for publica- 
tion. Inasmuch as the whereabouts 
of this famous diamond that was sup- 
posed to have adorned Shah Jehan’s 
throne, has been unknown to the 
western world for over 200 years, it 
was not surprising that representa- 
tives of Mr. Rockefeller denied any 
knowledge whatsoever of the reported 
transaction. The only strange part of 
the incident was that the French ru- 
mor-mongers had not picked out a 
gem known to be in existence today 
or even named the Orloff or the 
Kohinoor which are believed by some 
to be the present form in which the 
Grand Mogul appears today. 
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[. the changes that 
occur in business as the years go by 
many new commodities are added to 
the varieties of goods offered. China 
and porcelain have always formed 
part of many jewelers’ stocks, but in 
recent years earthenware, too, in high 
class design, has found a profitable 
place in these stocks. Speaking of 
this Charles L. Sebring, President of 
The Sebring Pottery Co., Sebring, 
Ohio, says: “I firmly believe that 
the jewelers of the United States 
can sell domestic earthenware of dis- 
tinctive design, provided they mer- 
chandise it properly. We now do a 
substantial amount of business with 
jewelers and we are looking forward 
to the time when we can do much 
more.” 

The nub of Mr. Sebring’s remarks 
is found in the provision of “proper 


merchandising.” This is a matter 
that each jeweler can adapt to his 
own market. 


ee 


W. have received 


some very nice comments on the fact 
that the jewelry style articles in THE 
JEWELERS’ CIRCULAR are now being 
circulated through the Associated 
Press as a result of the use by that 
organization of the United Business 
Publishers Style Servcie. Among 
these, a statement most appreciated 
was the letter from Silas B. Reagan 
of that most progressive Indianapolis 








WAITING AT THE CHURCH 


It must be embarrassing to be at the church 
waiting for the young lady to arrive and then 
to discover at the last minute that she has 
given you the air. 

| greatly fear that many business men are 
going to be found waiting at the church 
for Miss Prosperity—for she is very much 
sought after these days; in fact, is the most 
popular young lady we know of. 

So it’s a safe bet that she herself is not 
going a’wooing. If she is to be won, it will 
be by a brave cavalier who won't take “no” 
for an answer, but is willing to ‘work and 
fight for her favors and who will prove a good 
spender in her sight, because Miss Prosperity 
hasn't any use for a weakling or a tight-wad. 


Sace 6 Tike 


President. 








wholesale jewelry concern, Baldwin- 
Miller Co., in which he says: 

’ “Congratulations on your tie-up 
with A.P. on Fashion Features. This 
is exactly the sort of publicity the 
industry needs. You have certainly 
made THE JEWELERS’ CIRCULAR a 
splendid journal. We like it because 
it is an alert merchandising magazine 
chock full of suggestions for prof- 
itable operation.” 


a oe) 
As The Jewelers’ Circular 


has often pointed out, drastic auction 
laws are of little or no use in elimi- 
nating business evils unless they are 
so drawn that they are sustained by 
the courts and the decision recently 
rendered in regard to the Wisconsin 
law on the subject by Judge C. F. 
Van Pelt of the Circuit Court will 
be viewed with alarm not only by the 


26 


jewelers of Wisconsin but by those 
of many other States as well, inas- 
much as he has voided the law on the 
provision which jewelers have every- 
where felt to be reasonable. Judge 
Van Pelt’s decision declared that the 
Wisconsin State Law enacted in 193] 
prohibiting auction sales of jewelry 
stocks between 6 P. M. and 8 P. M. 
to be “a bold attempt to remedy some- 
thing other than the public welfare” 
and ‘“‘an attempt to protect certain 
private interests without regard for 


a A 


the general public welfare” and this 
despite the fact that the “sundown- 
sunrise” provisions of jewelry auction 
laws have been held reasonable and 
constitutional in many other States. 

Judge Van Pelt set aside a fine of 
$200 imposed by a Berlin justice 
court and in declaring the law uncon- 
stitutional held that the statute was 
not a reasonable application of the 
police power, “and it follows that it 
is an unreasonable and unlawful in- 
terference with the freedom of trade 
and for that reason is void,” he de- 
clared. 

“There are many objections to the 
statute (Chapter 264), but suffice it 
to say,” he continues, “the section 
regulating the hours of sale is a di- 
rect challenge to the provisions of our 
Constitution which provide that no 
person shall be deprived of life, lib- 
erty or property without due process 
of law.” 

“It might be further stated that 
the regulation proposed by the chap- 
ter in question does not regulate auc- 
tions with respect to the sale of 
jewelry but clearly destroys that 
right.” 

It is to be hoped that the matter 
will be taken to the highest tribunal 
for final determination. 
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a renewing 


its lease in the Plankington Arcade, 
N. Plankington and W. Wisconsin 
Ave., Milwaukee, the Bunde & Up- 
meyer Co., one of that city’s oldest 
establishments, has expressed its con- 
fidence in the future. 

“We are so confident that busi- 
ness will soon be back to normal that 
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we had no hesitation in exercising our 
option to renew our lease for another 
term,” declared William Upmeyer. 
“Our firm has gone through previous 
depressions and after each we always 
saw better times,” he added. 
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W at's in a name? 


“Much,” said Judge Dore of the New 
York Supreme Court in granting, 
last month, a permanent injunction 
to Tiffany & Co., jewelers, restrain- 
ing Tiffany Productions, Inc., mo- 
tion picture producers, from the use 
of the name “Tiffany.” The jewelers 
had based their protest on an allega- 
tion that the motion picture concern 
had selected the name “Tiffany” with 
the purpose of taking advantage of 
the high reputation and good-will 
built up by this great jewelry estab- 
lishment. ‘They also complained that 
the “sensational, lurid and garish”’ ad- 
vertisements of the motion picture 





company were entirely at variance 
with the conservative high standards 
set by the plaintiff for its merchan- 
dising and advertising. In his opinion 
Judge Dore pointed out that no one 
of the name of Tiffany was ever con- 
nected with the motion picture com- 
pany, while a Tiffany has been con- 
nected with a jewelry firm since its 
founding in 1837. 
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4d 
The old-time trading 


slogan used to be caveat emptor, 
which meant ‘Let the buyer beware,’ ” 
said Dr. Julius Klein, Assistant Sec- 
retary of Commerce, in a_ recent 
radio talk. “But, as somebody re- 
marked recently, now it is emptor 
imperator, which we can translate 
broadly as “The buyer is the boss.’ In 
other words, we have what is called 
a buyer’s market ; what he wants and 
says goes. Or, rather, she, because 
so far as retailing is concerned it is 
probable that at least three-quarters 
of all such purchases in this country 
are made by women or largely influ- 
enced by women.” Doctor Klein 
went on to say that there never has 
been any complete scientific analysis 
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of the exact proportion of retail pur- 
chases made by women; anything of 
the sort would be impossible, of 
course, but various periodicals and 
women’s clubs executives who have 
given some thought to the matter 
usually place the figure at 75 per 
cent or even higher. If this is true 
of the general market how much 
more so is it true of jewelry sales. 
Doctor Klein also said: “The suc- 
cessful retailer these days (and there 
are many of them) knows that one 
reason for his success is his watchful- 
ness as to the vital factor of the time- 
liness of his merchandising appeal to 
the consumer. He must follow major 
trends in popular thought. He must 
be ready to supply the things in which 
consumers are interested at any par- 
ticular moment. Current events in- 
fluence demand.” 
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I, an article 


in the Executive Service Bulletin of 
March, A. C. Pearson, chairman of 
the Board of the United Business 
Publishers, emphasizes the fact that 
present business conditions have 
created a niche into which business 
papers, as a class, fit admirably, and 
is quoted as saying that “management 
in the business paper field, as in oth- 
ers, has lost the fat in its head, as well 
as at its waist line, and that the 
process has cleared the way to the 
successful fulfillment of the business 
paper’s only excuse for existence, i.e., 
to help solve the problems which are 
connected with the readers’ particular 
business. 

“The function of the business pa- 
per,” said Mr. Pearson, “is to stand 
at the right hand of the reader for 
whom it is edited, and help him 
through the problems which are con- 
nected with his business.” 

This is a simple statement of the 
policy on which THE JEWELERS’ 
CircULAR has been endeavoring to 
build its editorial content for some 
time past and the lines on which we 
expect to work in the future. 
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Said a speaker 


before the Quality Bakers a short 
time ago: 

“Recently I read a reminiscence of 
Norman B. Ream, who a generation 
ago was famous for his financial oper- 
ations. The western investor, after 
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listening to a ‘bear’ of his day explain 
at gloomy length why he was selling 
short, remarked: 

““My dear young man, I have, to 
date, helped to bury eleven men who 
at one time or another bet against 
the United States.’ 

“You and I will undoubtedly live 
to see the men who are today betting 
against the United States and its 
future carried away to _ business 


— 


burial within a comparatively short 
time. 

“No man who calmly looks at 
America as a nation can fail to take 
courage and to gain confidence. A 
dispassionate view of conditions will 
give us all faith in the future of 
American trade and industry, and 
will convince us all that the answer 
to many of our immediate and future 
problems lies in taking the long-time 
view point and in conducting our 
operations on the basis of facts and 
fact finding.” 
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O; all merchants, 


the jeweler has always realized that 
good-will is the most important fac- 
tor in building success, yet important 
as good-will may be, it is an asset 
that has been most hard to define ac- 
curately, though many attempts have 
been made to do so by business and 
legal experts. In a recent and illumi- 
nating article in Printers’ Ink, esti- 
mating the commercial value of good- 
will, attention is called to a defini- 
tion made many years ago by A. C. 
Ernst of Ernst & Ernst, well-known 
accountant, as follows: 

“‘Good-will may well be termed the 
personality of business. It is the prod- 
uct of growth founded on the power 
and the will to serve. In the final 
analysis, it is value built up through 
outstanding service that is reflected 
in many ways. It is a reflection of 
quality of product or service, progres- 
sive methods, fair dealing, a high 
standard of character and efficient 
management and personnel.” 

Had he been defining good-will for 
the jeweler alone he.could not have 
done it more clearly. 














f ctheniens from grammar, 


high schools and colleges become more important each 
year, not alone to students but to parents as well who 
share in the thrill of having their children receive the 
coveted sheepskins. 

The custom of rewarding years of studious effort with 
a gift marking the occasion of educational advancement, 
becomes a greater business opportunity for the jeweler 
than for practically any other retail business. The gift to 
the student is usually selected for its permanency and sen- 
timental value. A majority of parents prefer watches 
for boys and diamonds for girls, although in many in- 
stances the gift selection includes numerous other articles 
sold in jewelry stores. 


It is not too early tod make the necessary contacts for se- 
curing the names of the graduates from the schools and col- 
leges in your communities. The local institutions of learning 


can easily supply you with the graduate list. But in addi- 
tion to those of the local community, there are many who 
will receive their sheepskins at out-of-town schools and 
colleges. Make an attempt to secure these names as 
well. When you have assembled all the names make ad- 
ditional lists of the parents and relatives of the students. 
These are potential customers and frequently make gift 
presentations. 

Prepare either a letter or attractive circular in which 
are illustrated a number of sensible and practical articles 


UNE GRADUATIONS 
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that would appeal to the younger generation. Perhaps 
you could invite a committee of class leaders to make a 
selection of articles. This will give you an expression of 
the type of merchandise appealing to a majority of the 
students. 

In preparing a circular or letter emphasize this student 
committee selection and invite all to see the display. Dis- 
play the articles in your window as ideal graduation gifts 
selected by students. Use their names, if they are popu- 
lar it will build prestige for your store. 

Prepare another letter or circular to be sent to parents, 
relatives and friends of the graduates. Use the telephone 
and make personal calls. 

Use your windows for effective merchandising. Ar- 
range a display of articles for girls one week; then alter- 
nate with a display of items for boys. Employ a lavish 
arrangement of class colors and, if possible, borrow some 
of the school trophies or banners for additional interest 
in the windows. 

Dedicate for a period of time one of your windows to 
a local school or college. Secure pictures of the early 
graduates, faculty and old views of the school. ‘This is 
interest that has attention value and will attract the stud- 
ents to your store. None of these suggestions are dif_i- 
cult to execute or expensive; but do require initiative 
and hard work. 

Letters to parents should be prepared in a personal 
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manner. Don’t make them too formal, but try and get 
warmth of expression into your congratulations to the 
parents. If you can use the student’s first name, do so— 
this is always effective in breaking’ down a certain stiff- 
ness that creeps into too many letters. Don’t hesitate to 
use prices and give a sufficiently long list of items, offer- 
ing a wide selection. 

If you are using newspaper space, strive to make your 
copy appeal different. Perhaps an open letter of con- 
gratulation addressed to the graduates of the various 
schools would be effective in attaracting students’ atten- 
tion. 

Here are a few suggestions used by Denver, Colo., 
jewelers in promoting graduation business: 

Gift suggestions sent to all local school graduates have 
increased graduation trade 500 per cent in the last sev- 
eral years at Jaccard’s. Shortly before graduation time 
gift suggestion cards listing appropriate items ranging in 
price from $3 to $600 are sent to from 1600 to 2000 
graduates. ‘The cards cost less than one-half cent apiece. 
“Graduates of today have been educated to expect gifts 
and consequently if they can be sold on an article, sales 
are practically assured,” manager E. W. Bornmueller 
declared. “We find that if a graduate finds an item to 
his liking on our list, he will mention it to his parents 
along with other articles which might be presented by 
friends.” 
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June graduations mean business oppor- 
tunities for jewelers. Every parent who ts 
desirous of rewarding educational effort 


is an excellent prospect. 


In this article a number of practical plans 
and suggestions lead down the path to 
profit which every jeweler can travel— 
provided he has the enthusiasm and 


energy to do so. 
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OPPORTUNITIES 


Watches were featured as graduation gifts for boys by 
the Syman Bros. Jewelry Co. in a novel newspaper ad- 
vertising and window display campaign, the idea of which 
was that a good watch is a big asset in business of any 
kind. The advertisement read: ‘More bosses have 
used profanity because employees didn’t come to work on 
time than for any other reason. When your graduate 
goes out into the world to earn a living, remember his 
watch equipment is almost as important as the degree he 
receives from school.” 


I, building more business 
manager Captain Ted Syman of the Syman Bros. 
Jewelry Co. appealed to the parents of girl graduates to 
buy diamond gifts from this standpoint: “The name 
Syman’s on the box is always protection. At the present 
time we don’t say, ‘Buy a diamond.’ We offer them as 
an investment, a high grade security, a quick asset. The 
depression certainly was a teacher.” ‘This idea was car- 
ried out in both newspaper advertising and window dis- 
plays. 

Telegrams were sent by the Capitol Jewelry Co. listing 
a number of appropriate graduation gifts and extending 
congratulations on graduation. ‘These were sent to a se- 
lected list of upward of 450 graduates and were success- 
fully employed in the merchandising program of the 
company. 

















































= “iY \ 
GMs ot J 


Y \\ i Ml 
SS Wie “ — 


( K\\ 


\\ 












Ly Ny 
TIT tig g 5 
“mae “ 








Wj 
LM tl: 


wih] 
MH 





ee 


MY fhigy 





/ MMM fy, 
WWIRUAUAULODAD 


HAL Se teitereneteld 






Winn 







Ww \\ 


Nunn Rita 
Au 


KLNV\Y 
WAY 
WY 

Se 


SW 







SUT EL EYED Mi tee 
Mj Ay 


i” 
wt 
Se — 
oe ‘ Y, 
is — r. Af jy 
Cé. ZL), 
_ oS C1; 


TIN 


WSS 


\\i\\\\nn 



























—S SSS 


WY 


\ 


NY 
5 NY Sn. 






ES 


WS 









cece 
‘ 













a 


yy Jig 


‘ 













dy) 
em lif 
Min. 


WEDDING 


The months of May and June 


are periods of profits and business betterment 
for jewelers. Love knows no depression and 
the “I DO” ceremony included as a part of 
every wedding event will be repeated by thov- 
sands of brides and grooms throughout this 
land of the brave. 

Weddings provide unlimited business possj- 
bilities for jewelers. We say unlimited, due 
to the extent of the occasion, when not only 
the bride and groom require numerous articles 
sold in jewelry stores, but friends and rela- 
tives as well are excellent prospects for pres- 
ents of more than the average value. 

Every jeweler should know far in advance 
the weddings that are to take place in his 
city, or community. This article is not in- 
tended to advise the jeweler as to how to 
‘obtain this information, but rather to offer a 
plan that will be helpful in attracting the wed- 
ding business to his store. 

If either the bride or groom is known to 
an individual or member of the firm, when 
the wedding is announced, a personal call is 
not considered impertinent. It is recognized 
that the jeweler who sells the engagement and 











Weddings offer the jeweler 
his best opportunity for busi- 
ness during the months of 
May, and June. 

A sales promotional plan 
developed to attract this 
business to your store is fully 
described in this article. In- 
cluded are a number of suc- 
cessful, practical ideas that 
will prove helpful in stimula- 
ting sales during the next 
few months. 
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BELLS RING A TUNE OF 
PROFITS FOR JEWELERS 


wedding rings has a decided advantage in securing the 
silver business. “This advantage should be pursued with 
vigor and no effort spared in having the bride select her 
silver at his store. Another preferred position is the 
jeweler who furnishes the wedding stationery. A close 
follow-up should prevail in both instances. 

There are many methods that can be used in calling 
to the bride’s attention the services which a jeweler can 
offer. The sending of a bride’s book is not a new idea 
but one that pleases the recipient and focuses attention 
upon the store. One large firm has reversed the method 
by sending the bride’s book to the groom, requesting that 
he deliver it to the bride. ‘This has proved successful in 
that it serves a double function of impressing both. 

The silverware companies furnish effectively prepared 
literature designed especially for wedding purposes. Use 
this to advantage; it will serve as a reminder of your 
store. 


Where the marriage involves 


families of wealth, one firm of jewelers sends a sterling 
silver teaspoon upon which the initials of the prospective 
bride’s future name have been engraved. ‘This, from a 
definite check-up, has brought business above the average. 
Many spoons have been brought into the store for fur- 
ther matching of the silver flatware service. 

Another successful plan operated by aggressive stores 
is to have three or four set tables with silver and glass 
and if a china department is operated, this ware should 
also be included. Not only is the bride invited, but her 
relatives and friends are asked to review the display. 
Suggestions of this character must be handled with much 
diplomacy. 

Make the invitations individual and distinctive. Fine 
stationery—smartly composed phrasing of words, will 
make a fine impression. If your business is so organized 
a tea can be arranged to which you can invite a selected 
group of friends of the bride. A single place of two or 
three patterns can be set, if your store does not provide 
sufficient space for an entire table. ‘The idea can be re- 
duced or enlarged to meet the demands of large or small 
stores. 

In the promoting of silverware for May and June wed- 
dings include crystal stemware and china, both profitable 
lines, with opportunities for replacement business. After 
you have exhausted all sales possibilities in selling the 
bride her requirements for the home, develop your con- 
tacts with friends and relatives. Every jeweler, of course, 
has a record system indicating which pattern has been 
selected and the pieces selected, eliminating any duplica- 
tion of pieces which may be chosen by friends or relatives. 

If the bride has chosen a pattern from your stock, se- 
curing business from friends and relatives is compara- 
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The importance of weddings to the jewelry trade 
cannot be stressed too intensely. The initial sale to 
the young couple usually results in a lifetime of 
patronage, which includes anniversaries, birthdays, 
gifts and other presents for various occasions. 


Check carefully the society columns of the news- 
papers for announcements of weddings. Have other 
sources of information that will give you the data 
necessary in preparing a careful campaign of sales 
promotion. 


For anniversaries you can keep a card record 
from the information obtained at your marriage 
license bureau. Many husbands will be grateful 
for reminding them with a letter of the eventful 
day. It should also contain a suggestion for an 
anniversary gift. 











tively easy, provided an effort is made to get it. One 
smart jeweler operating a stationery department offers 
the services of an expert penman who addresses the wed- 
ding announcements in beautiful Old English letters. 
This gives the jeweler an opportunity to know who is 
being invited to the wedding, with practically everyone 
on the list a definite prospect for a gift. 

In addition to silverware, gifts, china and glassware, 
don’t fail to call to the attention of the groom that a 
present for the bride is always appreciated and correct. 
Also the bride in some instances presents the groom with 
a present. The bridesmaids, the ushers and the best man 
are all to be considered in a fashionable wedding. 

Someone in the store should be an authority on correct 
etiquette at a wedding. This is not a difficult under- 
taking. Practically everything you should know about 
who walks with whom down the aisle of the church, and 
thousands of other minute details, are contained in a book 
written by a woman considered the authority on all ques- 
tions of etiquette. Not alone is this valuable for wed- 
dings, but for all other social occasions wherein you can 
make your store of service that will build prestige and 
sales. 

In times like these it’s much easier to complain about 
business than it is to go out and work and struggle to 
build up new opportunities. Certainly, weddings and 
marriages are new opportunities. Not only are they busi- 
ness stimulants for the moment but linger long into the 
anniversaries of future years. 

It may be well to add that if a list of weddings has 
been kept in the past, anniversaries are events that are 
seldom ignored. Additional business can be developed 
through this promotion, so go after it. 
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With the June wedding 


and graduation season just ahead now 
is an opportune time to promote the 
sale of men’s jewelry. In order to 
get the best results from this effort it 
will be necessary to have in stock the 
latest offerings in this line and for 
that reason we are illustrating here- 
with some of the articles which should 
be in every jeweler’s stock. 


The June weddings, especially 
those which are formal church affairs, 
with their retinue of ushers, call for 
gifts for those chosen to assist at the 
ceremony. Scarf pins, cigarette 
cases, tie clips, gold knives and pen- 
cils, watches and many other articles 
in the jeweler’s stock are most appro- 
priate for such gifts. All such mer- 
chandise belongs in the jewelry store 
and the jeweler should make every 
honest effort to obtain his full share 
of this business. 


Prospective grooms and _ their 
friends will appreciate suggestions 
and a letter inviting their attention 
to your stock should result in a num- 
ber of sales. 


The high schools and colleges in 
your trading area also offer a promis- 
ing field for the sale of men’s jewel- 
ry at this season. Boys and young 
men finishing their high school and 
college work are often the recipients 
of gifts and the jeweler should not 
neglect to improve the opportunity 
presented. It is not difficult to ob- 
tain lists of members of the graduat- 
ing classes. A direct mail pamphlet 
presenting suitable gifts will be of in- 
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terest to parents and friends and a 
personal invitation to them and to the 
graduates to visit your store will in- 
crease business. 


Why not plan a series of window 
displays featuring men’s jewelry for 
graduation and wedding gifts? Many 
ways as to how to arrange these dis- 
plays to attract public attention may 
be employed. Individual photographs 
of the class officers and honor students 
or a group photograph of the entire 
class in a boys’ high school may be 
shown together with diplomas, etc. 
The photographs should, of course, 
be used as a background for the dis- 
play of the jewelry. 


, banners, trophies 
won by athletic teams, photographs of 
the present high school building and 
the older buildings formerly used, a 
display card giving a brief history of 
the founding of the school and many 
other ideas that will attract attention 
may be used. 


One jeweler recently prepared an 
attractive display of men’s jewelry for 
June wedding events by obtaining 
from a nearby haberdasher dress 
shirts, ties, etc., for the formal wed- 
ding and displaying the proper jewel- 
ry in connection therewith, including 
gifts for the best man and the ushers. 

The articles illustrated herewith 
are actual photographs of the prod- 
ucts of the following concerns: Art 
Metal Works, Inc., Carter, Gough & 
Co., Elgin National Watch Co., Lar- 
ter & Sons, Enos Richardson & Co., 
Shiman Mfg. Co., A. Wittnauer Co., 
Sinnock & Sherrill, Forstner Chain 
Corp. 
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Many Jewelers will be asked this question during 
May and June. Here are some suggestions that 
may help to answer it. 















































Three Seasonal Windows 











Here are three ideas for your window displays 
during the months of May and June. The settings, 
while each one is complete in itself, are formed of 
separate units which may be arranged to suit the 
shape of your window and meet with other physical 
limitations. These three themes should predominate 
in your sales appeal via the window in the next 


two months. 











For Mother 


Mother's Day is Sunday May 8. 


To prepare a window for this occasion, use a background 
drape and a smooth floor covering as shown in the sketch. 
Velvet or satin in eggshell shade may be used. The frame 
of the large center panel can be painted a soft tan, deco- 
rated with rose. This should match the side drapes that 
go from the top of the frame to the platforms on each 
side, on the floor. 

The high vases are made of cardboard tubes, painted 
and decorated the same as the.center panel. Fresh flow- 
ers, if possible, white and pink carnations should fill them. 
In this window the valance and front window drapes 
are permanent. The center picture may be painted spe- 
cially for the occasion or a suitable poster employed in- 
stead. The window sign reads: “GIFTS THAT LAST 
FOR A LOVE THAT LASTS.” 


By 
GEORGE VALLIS 


For the Graduates 


In this display for the high school or college graduate 
the portal may be made of display or Upson board, painted 
white. The steps and platforms have the same finish, 
For the drapes, extending from the center pillars, puffed 
over the floor to the side front, rayon or some other inex- 
pensive material may be used. “These should be in the 
class colors of the local school. 

The floor should be covered with light, soft, gray ma- 
terial, which will harmonize with any class color used, 
The center figures can be cut out and painted. 

The window should ‘be trimmed as shown, with boys’ 
gifts on one side and girls’ on the other. Of course, 
school pennants should be used in the background. 


For the Bride 


For this window, the center scene is mounted on a 
gothic frame. On the grass-covered, curved platform is 
a wedding tableau, including a lighted church, bridal 
party and waiting limousine. The little wedding figures 
may be had from firms furnishing table favors and deco- 
rations. The background and floor may be covered with 
light blue satin or velvet, the side platforms with white 
satin or sateen. 

The tall vases at the extreme side, front, are cardboard 
tubes covered with the same material. “These should be 
filled profusely with wild southern smilax and pink roses. 
These may be bowed with white satin ribbon or maline, 
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MOTHER'S DAY WINDOW 
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For Successful Selling 
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GRADUATION WINDOW 


a soft, sheer net. ‘This should go from side to side. The 
white satin pillow in the center displays the wedding 
circlet. 

This window may be used for silverware, bridal party 
jewelry gifts, or with silver on one side and jewelry on 
the other. * 

Window ideas of this type eliminate the common- 
place in window displays and offer a much more effective 
sales-making medium. 

Note that these settings are each made in separate 
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WEDDING WINDOW 
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units. This permits a variety of arrangements, to suit 
the shape of your window and the openings into them. 
While satin and velvet are mentioned as the materials to 
be used, there are many other suitable fabrics which are 
less expensive such as rayon, cotton duvetyn and sateen, 
which may be employed. 

In connection with this article it is interesting to note 
that the author, who lives at Morristown, N. J., and is 
an expert of 30 years’ experience, is now handling the 
displays of several jewelers in eastern New Jersey. 
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Business From Mother's 
Day 


EWELERS this year are making 

a more strenuous effort to capi- 
talize on the business that may come 
from the observance of Mother’s Day 


than at any time in years past. The 
drive started under the auspices of 
the American National Retail 
Jewelers’ Association and the Na- 
tional Jewelers’ Publicity Association 
to make our merchants realize the 
possibilities of Mother’s Day displays 
has had encouraging response. The 
material for this purpose sent out by 
the A. N. R. J. A., as noted fully in 
the last issue of THE JEWELERS’ 
CircuLaR, is being ordered by 
jewelers in many sections of the 
country. 

It is to be hoped that the picture 
designed for this purpose as a back- 
ground for window decoration as well 
as the window cards and streamers 
prepared for Mother’s Day displays 
will soon be shown in the’ leading 
jewelry stores of all our cities, towns 
and hamlets, and that the idea of 
jewelry as “an appropriate present 
for Mother” on this occasion will be 
brought home to the public as it has 
never been done before. 

The jeweler who has not already 
awakened to the possibilities of this 
Mother’s Day display should get in 
communication at once with the head- 
quarters of the American National 
Retail Jewelers’ Association, 22 West 
’ 48th St., New York. 
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Synthetic Diamonds 
Ogee the newspapers of the 


country, the photographic news 
agencies and syndicates, have given 
sensational prominence to an unim- 
portant announcement of a scientist, 
in a way that may completely mislead 
the public as to its effect on the dia- 
mond market. The statement of a 
Columbia University professor that 
he had improved on Moissan’s method 


ACROSS THE 





of making diamond crystals to an ex- 
tent of making this carbon in slightly 
larger form (up to 1/20th of a carat) 
was hailed by these agencies as an 
announcement of the manufacture of 
gem diamonds and ridiculous stories 
were published to this effect, some be- 
ing headed “Diamonds to Be Made 
at $5 a Carat.” 

As will be seen from the facts pre- 
sented on another page of this issue, 
the work of this Columbia professor 
has no bearing on the jewelry busi- 
ness or the diamond industry. Ac- 





GOODBYE, HIGH PRESSURE 


Said a well-known leader in the 
New York business world last 
week. 

“It is my opinion that high-pressure 
salesmanship and high-pressure ad- 
vertising have seen their day. 

“Business men are, or should be, 
down out of the clouds; thoroughly 
deflated, so to speak. 

“In my contacts with business men 
| find that they prefer facts and 
thoughtful opinions to “hooey” and 
“boloney.” 

“They aren’t kidding themselves 
any more and they know that it is 
futile to try to kid the other fellow. 

“So, that’s one more reason why | 
am extremely hopeful regarding the 
near future.” 


cording to his own statement, he is 
simply attempting to get a crystal- 
lized carbon that can be used as an 
abrasive. But even here the work 
accomplished so far seems to have but 
little commercial importance because, 
as was pointed out to him, one can 
already buy “bort” coming from the 
diamond mines today of the size of 
even larger than the crystals he hopes 
to make at prices less than his cost 
of manufacture. 

The interview with this man and 
the facts he himself gives about his 
work are published in another column 
in order that jewelers everywhere 
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may be able to present the situation 
in its true light to their local news- 
papers should any attempt be made 
to republish or elaborate on the sen- 
sational articles that followed the first 
announcement of this work. 
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Brighten Your Stock 


EGINNING this month with 
B the first business coming from 
the early commencements and gradu- 
ations, as well as with some extra 
sales around Mother’s Day, retail 
jewelers confidently look for an up- 
turn in trade that will tell a differ- 
ent story from that experienced in 
the first four months of the year. If 
their hopes are to be realized it will 
necessitate not only a strenuous effort 
to develop business, but require the 
brightening up of stocks to an extent 
that has not been apparent generally. 
With the drop in business, stocks gen- 
erally have become very low, and as- 
sortments poor in the more salable 
goods. ‘The man who hopes to at- 
tract patronage must realize that busi- 
ness will come only to him who can 
carry the most attractive and novel 
pieces offered at the most advantage- 
ous prices. In other words, buying 
may have to precede selling. 

One strong argument in favor of 
buying at the present time lies in the 
tact that retailers can probably buy 
cheaper now than at any other time 
of the year, as manufacturers’ costs 
are at their lowest. A factor to be 
considered is that of the tax, because 
irrespective of the kind of legislation 
Congress will enact, there necessarily 
must be some tax on jewelry and the 
chances are this tax will go into effect 
immediately after the bill is signed 
or at least within 15 days thereafter. 
Goods bought now are not subject to 
tax, whatever it may be. 

The chances are goods bought later 
in the year may be from 5 to 20 per 
cent higher than they are quoted 
now. ‘This fact alone should induce 
the enterprising jeweler to brighten 
up his stock before his customers begin 
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to consider their purchases for gradu- 
ation, commencements and weddings. 
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How You Can Help 
in the Tax Fight 


HE tax proposed in the House 

Revenue Bill of 10 per cent on 
sales by all manufacturers of jewelry, 
gems, watches and kindred lines, if 
left by the Senate and enacted into a 
law, would deal a blow to the jewelry 
trade of the country that it would 
hardly be able to survive; at least it 
would put business back for many, 
many years. ‘The fight that has been 
made against this proposal by jewelers 
all over the country, not only the 
manufacturers and importers, but the 
wholesalers and the retailers, has been 
a strong one and the arguments pre- 
sented, April 19, before the Senate 
Finance Committee by Gustave H. 
Niemeyer, chairman of the trade’s 
General ‘T'ax Committee ; by Wallace 
D. Kenyon, representing the New 
England manufacturers ; by Congress- 
man Martin of Massachusetts, who 
represents that jewelry district, and 
by R. H. Whitehead, of the Clock 
Manufacturers’ Association, not only 
gave a true picture of the effect of 
the tax, but were unanswerable from 
the standpoint both of justice and of 
practical legislation. 

It is to be hoped that the bill that 
finally comes out of the Conference 
Committee of the two Houses will 
deal at least justly with the jewelry 
industry, will put it on the same 
rate for taxation as other industries 
or, at least, impose a tax low enough 
to permit it to be paid and for our 
industry to continue in business. 

However, what final form the 
legislation will take cannot be pre- 
dicted at this writing. The govern- 
ment must have revenue. The 
jewelry trade is willing to do its share 
in raising revenue, hard as the extra 
burden imposed by taxation may be 
at the present time. But it will not 
submit without the strongest kind of 
a fight to any such rate as was pro- 
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Getting Back on the Road to Good Business | | 





posed by the House Bill or any pro- 
posal that will discriminate against 
its members in favor of other in- 
dustries. 

Though much has been done to 
educate both our Congressmen and 
Senators as to the justice of the po- 
sition we have taken, much more 
must still be done and done at once. 
In this education, every jeweler, 
whether retailer, wholesaler, manu- 
facturer and importer—in fact, every 
employee or friend of the industry, 
must do his part in telling his Sen- 
ators and Congressmen what a large 
tax or discriminatory tax will do to 
him and to his busines. 

This is not a time to address for- 
mal letters or resolutions to our rep- 
resentatives in the Federal leisgla- 
ture. It is the time to give them 
facts based on the individual experi- 
ences of our people. The Congress- 
men and Senators have an interest 
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in the prosperity of their individual 
constituents and it is as a constituent 
fighting for the life of his own busi- 
ness that the jeweler should write. 

These letters need not be long. 
The shorter the better if they contain 
the brief and essential facts necessary 
to show the tremendous loss in busi- 
ness each writer has suffered in the 
past two years; the effect of the addi- 
tional tax burden, and the small 
amount that will be collected. 

Don’t think because the House has 
already acted that your Representative 
should be ignored. Write your Sen- 
ators, but also your Representative 
that he may understand what the situ- 
ation is when the Conference Bill 
comes up for consideration. Don’t 
write in generalities. Don’t exag- 
gerate; it is not necessary. Tell 
the plain, unvarnished truth as to 
your condition and what the tax will 
do to you. But write at once. 
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Be ready with a 

Mother’s Day 
selling campaign for 
this week. Read the 
suggestions in the 
April issue of THE 
JEWELERS’ CIRCULAR 
on pages 31, 71 and 
73. Feature gifts for 
mother in advertising 
and window displays. 


The emerald is 

the birthstone for 
May. Display EMER- 
ALD JEWELRY 
today and feature it 
in your advertising. 
A neat window card 
giving interesting 
facts about emeralds 
may be used to add 
interest to the dis- 


play. 





Send to a se- 

lected list a care- 
fully prepared letter 
stressing the idea of 
an appropriate gift 
for mother. Call at- 
tention to articles in 
your stock which 
will please her. Make 
a strong sentimental 
appeal. 


Feature STER- 

LING SILVER- 
WARE in your 
Mother’s Day window 
today. Your stock 
includes many desir- 
able gifts for mother. 
Call attention to 
present low prices 
and fine selection of 
patterns. Stress pride 
of possession. 


Make today a big 

Mother’s Day 
selling event by offer- 
ing special values in 
JEWELRY, 
WATCHES, SIL- 
VERWARE and 
other appropriate 
gifts. Include flowers 
in a new window ar- 
rangement featuring 
Mother’s Day gifts. 





Are you improv- 

y ing every oppor- 
tunity to develop the 
trophy business in 
your selling area? 
Out of doors sports 
call for prizes. SIL- 
VERWARE, 
BRONZES, 
WATCHES and 
.other jewelry stock 


fills the need. 


1 The June 

graduation 
and wedding season 
is just ahead and it is 
none too early to be- 
gin working for this 
business. Advertise 
your store as head- 


quarters for SILVER- 
WARE for the June 
bride and for gradu- 
ation gifts. 


| Warmer 

weather in- 
vites the wearing of 
more COSTUME 
JEWELRY. Take 
advantage of this 
fact in your May 
merchandising cam- 
paign. ‘A window 
display of the latest 
creations will attract 


added sales. 











] Set them a 

table in your 
store. The correct 
arrangement of SIL- 
VER and GLASS- 
WARE for a formal 
dinner or a luncheon 
is always of interest. 
Send out invitations 
to a selected list of 
customers to view 
your display. 





1 Plan a bride’s 

silverware sale 
for today. Offer spe- 
cial values in STER- 
LING and PLATED 
WARE nd _ stress 
pride of possession 
and present low 
prices in your adver- 
tising appeal to the 
public. 
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A special 

Mother’s Day 
window today. Use 
an appropriate illus- 
tration (see pages 30 
and 71 April issue) 
and tie in your ad- 
vertising with gifts 
for mother shown in 
your displays. Put 
sentiment into your 
advertising. 
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1 2 The early 

flowers will 
need vases and bowls 
if they are to be dis- 
tributed about the 
home. An attractive 
display of SILVER, 
GLASS and CHINA 
flower holders is in 
season. Show use of 
merchandise with 
flowers. 








1 The warm sun- 

shine will be- 
gin to tell on the 
complexions of the 
fair sex. This will 
increase the need of 
vanity cases and simi- 
lar articles. Plan a 
window display today 
and include fine per- 
fumes. 
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CALENDAR for May 


and Wedding Selling Events 
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Daylight Sav- 
l ing means 
earlier mornings. 
Electric alarm clocks 
are needed to awake 
drowsy workers. Fea- 
ture in window dis- 
plays the latest 
models for the home 
today. Advertise 
ELECTRIC 
CLOCKS. 


1 MEN’S JEW- 

ELRY de- 
serves a place in your 
May merchandising 
plans. Display cuff 
links, tie clasps, dress 
jewelry, gold and sil- 
ver knives and pen- 
cils, watches and 
watch attachments 
and other men’s jew- 
elry today. 


| Fine diamond, 

colored gem 
and pearl JEWELRY 
must not be neglected 
at this time. Are you 
getting your share of 
these sales for wed- 
ding gifts. Keep the 
emerald, the _ birth- 
stone of the month, 
in the public eye. 


2 An attractive 

display of 
WRIST WATCHES 
is seasonable at this 
time. Fine gem stud- 
ded dress watches 
and sports types will 
create public atten- 
tion if properly dis- 
played and _  adver- 
tised. Send a letter 
to a selected list. 





21 A Lindbergh 
window in 


honor of the famous 
aviator may be used 
today to mark the 
anniversary of his 
flight. Use miniature 
airplanes, a _ small 
Statue of Liberty and 
Eiffel Tower as a 
background for men’s 
watches. 








23 Graduation 
days are just 
ahead. Do not ne- 
glect the young folk 
at this time. Prepare 
a window display for 
today of articles suit- 
able for such gifts. 
Show WRIST 
WATCHES, FINE 
COSTUME JEWEL. 
RY and RINGS. 


2 Be ready with 
a letter to 
members of local 
high school graduat- 
ing class inviting 
them to visit your 
store. Continue the 
window display of 
appropriate gifts. In- 
clude a photograph 
of the graduating 
class and diplomas. 














25 Why not plan 
a travelers’ 
window for today? 
Warmer weather en- 
courages more time 
in the open and 
CAMERAS, THER- 
MOS BOTTLES and 
other similar mer- 
chandise may be 
grouped for an _ at- 
tractive display. 





2 Are you get- 

ting your 
share of the STA- 
TIONERY trade? 
Now is a good time 
to feature wedding 
and graduation in- 
vitations and an- 
nouncements. A win- 
dow display will help 
sales and advertising 
will bring them in. 


2 Devote show 

windows. to 
displays of STER- 
LING SILVER- 
WARE for the June 
bride today. Center 
attention on new pat- 
terns and the prevail- 
ing low prices. In- 
vite prospective 
brides to visit your 
store. 


2 Hold a week- 
end sale _ of 
wedding and gradua- 
tion gifts today. Offer 
leaders at reduced 
prices and advertise 
the event in local 
newspapers. Plan a 
Decoration Day win- 
dow display. Fea- 
ture SILVERWARE 
and WATCHES. 














3 Devote the last 

selling day of 
the month to promot- 
ing CHINA and 
GLASSWARE sales. 
Show this merchan- 
dise in window dis- 
plays and urge. in- 


spection of your 


stock in your adver- 
tising appeal to the 
public. 





Turn your calendar 
to the June selling 
opportunities. Plan a 
careful campaign to 
bring in sales. Check 
your list of June wed- 
ding events and start 
today to get after 
this business. 
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view of the selling floor and balcony of the new C. A. Schnack Jewelry Co. 


N BUYING RULES THAT 


MRS. F. O. HUNTER 


= in central Louisiana, 


the C. A. Schnack Jewelry Co., one of the oldest and 
best known retail concerns in that section, has indicated 
its faith in the return of prosperity by recently moving 
into a fine, new store at 924 Third St., Alexandria. For 
the past 67 years, “Schnack’s,” as the business is known, 
has served southern families and transit trade with the 
same unfailing dependability and courtesy. Carefully 
selected merchandise, fairly priced and sold through con- 
servative modern methods has built confidence and good 
will and thus the business has grown from a small store 
with one clerk to a large and successful establishment 
with approximately 18. people employed all of the time. 
The new building is owned by the company. 

In discussing the merchandising methods employed at 
this store, F. O. Hunter, president of the company said: 

“We display our hollow and flat silverware in easily 
accessible side wall cases and are careful in the selection 
of our patterns. Here in the South there is an inborn 
pride in the possession of fine silverware. It is handed 
down from generation to generation and we appeal to 
this desire in our newspaper advertising. We also find 
that direct mail literature and personal letters to our 
mailing list help to keep up interest in our silverware 
offerings. From time to time we devote our window 
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A well balanced window display that invites purchaser interest. 


INCREASE SELLING PROFITS 











TEN BUYING RULES 


1. Build a reputation for always having what the public wants. 


2. Do not hesitate to take on a new line if there is a demand 
for it. 


3. Keep posted on styles and buy the best values that can be 
sold at standard prices—$1, $2.50, $5, $10, $25. 


. Never buy assortments. 
. Always try to buy exclusive articles whenever possible. 
. Keep stock complete by reorders at all times. 


. Buy merchandise at the right price so that it can be sold 
at the right price, or do not handle it at all. 


. Buy as much variety as possible and in as small quantities 
as possible. 


9. Buy to meet your trade requirements—not what may satisfy 
your own desires. 


10. Always have a good selection of representative stock. 


SAMI > 











displays to sterling or plated silverware and key our dis- 
plays with our advertising; that is, show in our windows 
articles mentioned in the advertisements. 

“We have been taking advantage of the low prices of 
sterling silverware to feature this merchandise as wedding 
gifts, and try to show use of the merchandise whenever 
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possible in our displays. In doing this, we find that set- 
ting a table in the latest style with silver and glassware, 
properly arranged, attracts a great deal of customer atten- 
tion. We usually have such a table on our balcony and 
do not overlook the use of flowers in such table arrange- 
ments. 

“Our flat silverware is displayed in the new style 
cases, one pattern to each drawer, showing right up 
under the glass at the top of the case, with drawers under- 
neath for the over stock. We carry around twelve to 
fifteen patterns of sterling and plated flatware. We keep 
a book showing the bride’s name and just what pieces 
she has received, so that at any time they can be added 
to. We find that by inviting the bride to select a pat- 
tern of silver helps out quite a lot. 

“We give the same careful attention to the merchandis- 
ing of watches and clocks, gift and artwares and other 
items in our stock. Our gift department is at the back 
of the store on the balcony. Here we carry dinner sets 
up to $250 in open stock patterns, glassware and gift and 
artwares. We have found that the conducting of a gift 
shop in connection with the business has proved profitable 
and has also helped to draw trade to other departments. 

“We are going into the china business extensively in 


(Turn to page 63) 














IM TELLING YOU— 


FACT OUTRUNS FICTION 


























~ IN THE YEAR 1776, AN ENGLISH 
WORKMAN EMPLOYED JN THE CON- 
STRUCTION OF SOMERSET HOust 
IN THE STRAND, FELL FROM THE 
SCAFFOLDING BUT WAS CHECKED 
IN HIS DESCENT BY HIS WATCH 
CHAIN, WHICH CAUGHT ON A 
PROJECTING PART OF THE WALL 
OR SCAFFOL DING. TO COMMEM - 
ORATE HIS MIRACULOUS ESCAPE 
HE SET THE WATCH IN THE 
WALL OF THE BUILDING 













oo ——— SS 
A SIGHT FOR SORE EYES 


JEWEL WORKERS OF OLD RESTED THEIR EYES WHILE 
AT WORK BY GAZING ATAN EMERALD (BIRTHSTONE 
FOR MAY). THE GREEN GEM WAS ALSO USED IN WATERS 
FOR EYE BATHS WHICH IT WAS BELIEVED CAUSED 
INFLAMATION TO CEASE. 


THE LAST STRAW IN 
CLOCK-MAKING 


OTTO WEGNER GERMAN SHOE - 
MAKER, MABE A CLOCK ENTIRE LY 
OF STRAW, USING NOT A DROP 
OF GLUE OR ANY OTHER MATERIAL 
IN ITS CONSTRUCTION. THE 
CLOCK WAS 66 INCHES HIGH AND 
HAD EIGHT PENDULUMS WHICH 
ALLOWED SPEED REGULATION. 
THE ENTIRE CLOCK WEIGHES 

ONLY SEVEN OUNCES AND TOOK IS 
YEARS OF THE SHOE MAKERS 

SPARE TIME TO BUILD. IT WAS 
FINALLY DAMAGED REYOND 

REPAIR SEVERAL YEARS AGO BY 
A CARELESS TRAINMANS AFTER, 

IT HAD BEEN Bal BITED ALL 
OVER EUROPE. 














THE CURSE OF MIDAS 


DURING THE TIME OF CHARLES IL, THE NOBLES 
OF SPAIN, ALTHOUGH FABULOUSLY WEALTHY IN 
DIAMONDS, RUBIES AND OTHER PRECIOUS STONES, 
WERE ALMOST PENNILESS JN LEGAL TENDER. 

SO IMPOVERISHED WAS THE LAND THAT THE DUKE 
OF ALBERQUERQUE WAS REDUCED TO DINING 
ON A MERE PIGEON AND A SOLITARY EGG, 
ALTHOUGH [fT REQUIRED S\X WEEKS TO 
MAKE AN INVENTORY OF HIS PLATE, 











WORLD'S COSTLIEST SALT CELLAI 





THE VYWAN SALT“MADE DURING THE 
REIGN OF QUEEN ELIZABETH AND 
REGARDED AS ONE OF THE FINEST PIECES 
OF OLD SILVER IN EXISTENCE , WAS 
VALUED AT $16 000 BY THE VICTORIA 
AND ALBERT MUSEUM, WHICH PURCHASED @ = 
IT. THE SALT IS 1534 INCHES HIGH, 3% =e 
INCHES SQUARE, AND HAS. PANELS OF 
GLASS DECORATED WITH GOLD AND 
SILVER LEAF IN THE MIDDLE AGES 
THE SALT WAS USED AS A DIVISION OF THE 
TABLE BETWEEN THE GUESTS, THE 
HONORED DINERS SITTING “ABOVE 
THE SALT.” 








DO YOU KNOW OF ANY 
UNUSUAL FACTS OF INTEREST 
ABOUT JEWELS Ann JEWELRY! 


(F SO SEND THEM To 
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Emerald 
Crystal in 
Calcite 
from 
Colombia 












Phe emerald, 


—birthstone for May, was the Stone of Venus, the goddess 
of love, and has always been the gem of lovely women 
from long before the day when the emerald of Cato’s 
daughter was disentombed and worn by the beautiful Isa- 
belle d’Este. 

Emeralds also have been favored by many men, Cesar 
himself having been a collector of emeralds not alone, 
because of the fact that emeralds were then supposed to 
prevent his malady, epilepsy but because of their beauty. 

The ancients also believed it a cure for all diseases of 
the eye. That they incorrectly attributed many such char- 
acteristics to many stones in place of to their color is indi- 
cated by the fact that gem cutters who used an emerald 
upon which to rest their eyes could have obtained almost 
as satisfactory results from any similarly colored object. 


HISTORY OF EMERALDS 


4 ancient days 


the word emerald was used to designate any gem-stone 
of green color ; jade and other green stones not being class- 


fied separately from emeralds because scientific knowledge 


had not yet developed, mineralogy being in its infancy and 
gemology yet unborn. Jade itself was in fact first named 
in the 16th century by the Spanish conquerors of Peru, 
who, pillaging the temples and persons of the native Incas 
brought chests of “emeralds” back to Spain only to find 
that many of them were “Hijada,” the Spanish name for 
jade, which means ‘Kidney stone.” 

Many interesting stories are told of the Spanish in- 
vaders’ search for emeralds in South America. In one 
Inca temple they found installed as a goddess and wor- 
shipped by the entire tribe, an emerald “as large as the 
egg of a hen.’”’ The Inca priests in many temples told 
these plunderers that the emeralds were not all genuine 





*President of the Gemological Institute, Los Angeles. 
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merald— Ihe Birthstone for May 


By ROBERT M. SHIPLEY* 


and not valuable enough for them to carry away but that 
the imitations would break easily under the blow of a 
hammer, which test seems to have been much used with 
unfortunate results. This is no more humorous than 
the “electricity” test of many modern jewelers used to 
detect false amber. Now the gemologist knows that 
emerald is one of the most easily fractured of gems and 
that the Nephrite variety of jade perhaps the toughest, 
and the priests knowing the relative values of emerald 
and jade preferred the destruction of these treasures to 
their theft by their conquerors. 


SPANISH AND PERUVIAN EMERALDS 


Many of these South American emeralds reached the 
rulers, merchants, princes and churches of Europe through 
purchase or “royal gift,” and one still finds among collec- 
tors and in the trade gems known as “Spanish emeralds” 
and “Peruvian emeralds,” although “Spanish emerald” 
is sometimes used to mean Colombian emerald of very 
fine quality and the term Peruvian is often applied to all 
Colombian emeralds.. No emeralds are today found in 
Peru. 


THE SOURCE OF EMERALDS 


—_— had been 


known before the 16th century in Europe. Marco Polo 
and other travelers had brought them from the Orient 
and Christian churches boasted of the gift of many fine 
green gems brought home from the east by Crusaders. 
While many of the latter have been but recently proven 
by gemologists to be fine peridots, yet emeralds had for 
long been known in the Orient. Early Egyptian records 
show that a mine at Jebel Zabara known as the Cleopatra 
mine, furnished emeralds to Cleopatra and other Egyptian 
sovereigns. That the Romans or other conquerors per- 
haps seized Royal emeralds from Egypt is indicated by the 
fact that fashioned emeralds have intermittently been 
washed ashore on the beach at Alexandria, Egypt. This 
presence of these old sources of emeralds was proven 
by rediscovery of the ancient mines, by Calliaud early in 
the 19th century. Neither this nor the Silesian mine 
has produced emeralds of fine color, and therefore none of 
great value, since the value of the emerald lies almost en- 
tirely in its nearness of approach to the deep blue grass 
green color. 

Good quality emeralds were discovered in the Ural 
Mountains in Russia, and while some few of these Rus- 
sian or Uralian emeralds were too bluish a green for 
finest quality, yet the majority have always been yellowish 
green. Much more recently light green emeralds have 
been mined in Brazil and the Transvaal. Before these 
Brazilian emeralds entered the jewelry trade, the fine 
green tourmaline, which is a more bluish green than the 
emerald—had been called a “Brazilian emerald” and that 
name is mentioned by several well known gem authori- 
ties. This fact has made it possible for certain dealers to 


(Turn to page 49) 
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PREPARE FOR CHANGED CONDITIONS 


If you expect to continue to sell diamonds, colored gems or synthetics 
in the future, you must know your merchandise sufficiently to create 


an acceptance for it. 





The merchant who depends upon obsolete sales methods in selling dia- 
monds and fine gems will be eliminated by more scientific and keener 


competition. 








DIAMOND Course No. 2 
gives you invaluable 
facts to increase your 
diamond sales and de- 
velop a reputation as an 
authority on diamonds. 


GEMOLOGY CoursE No. 1 
of the institute furnishes. 
the tools with which you 
can make greater and 


more intelligent sales. 











These four books are included in our gemology course. 


Write for prices and information. 


We can teach you scientific facts regarding stones, together with an 
appreciation and knowledge which will result in increased business. 








(maar wonece) Tt builds up your prestige 
The course instructs you in Peter K. Stewart as a professional man in 


. . . oi ~ - ay - . ad n 
maintaining the confidence cemo SQCBe oct your community. You be 
of your customers. come more than a store- 


a 
{be me IL Zafeuda,) keeper. 


Investigate the benefits of a membership in the Gemological Society which is 
elevating the status of the jeweler and creating a desire for gems in many 
communities. 


























These courses are practical 

and useful for retail and 

wholesale salesmen and 
executives. 


GEMOLOGICAL INSTITUTE OF AMERICA 


3511 W. 6th 
LOS ANGELES, CALIF. 


Full information regarding 
these courses can be obtained 
by writing the— 


























NO SYNTHETIC GEM DIAMONDS 


Sensational Stories in Daily Newspapers Prove to Be Another “‘Mare’s Nest.” Prof. McKee Seeks 
to Make Minute Crystals Suitable for Abrasive Purposes Only. 


SIMPLE announcement by a Columbia University 
professor of his work on the production of synthetic 
wool and an improvement in the manufacture of synthetic 
diamonds resulted in some wild sensational stories by 
New York newspapers to the effect that “diamonds might 
soon be bought by the public for $5 a carat.” The New 
York World-Telegram headed the story “Diamonds for 
$5 a Carat Heralded by New Process,” while the Times 
and Herald Tribune which treated the subject more con- 
servatively, also emphasized the same point to a degree 
not intended by the scientist whom they quoted. 

The man responsible for the announcement was Dr. 
Ralph McKee, a professor of chemical engineering at 
Columbia University, who, in speaking of his work of 
crystallizing carbon, had announced that he had ob- 
tained “diamonds more than 10 times the size of those 
produced in 1893 by Henry Moissan, the French chem- 
ist.’ But even Professor McKee’s announcement indi- 
cated that the material he obtained was about the size 
of the point of a lead pencil and he indicated that this 
material was large enough for use in manufacturing 
abrasives. Nothing in his statement indicated that he had 
made commercial gem diamonds. In fact, in the very 
paper that heralded the announcement so sensationally, 
he was quoted as saying, “one cannot guarantee that the 
price will enable us to make gems for the jewelry trade 
but already we are convinced of its value in the industrial 
field.” He indicated that the largest piece of material 
that he had obtained so far in the laboratory weighed 
1/20 of a carat—not even large enough for use in diamond 
drills. He expected that larger pieces could be made if 
larger castings were used. 

In an interview with a reporter of —TTHE JEWELERS’ 
CircuLarR, Professor McKee said: 

“Let me say, first of all, that I have not succeeded in 
making gem diamonds which would be of any interest to 
the jewelry trade. As a result of my experiments I‘ have 
made small crystals about the size of the point of a lead 
pencil which I believe have the properties of the diamond. 
They seem to have the same hardness and react as dia- 
monds do to various tests of heat.” 

He also explained that when examined under a micro- 
scope, the crystals show irregular markings like scratches, 
on their surfaces which are also to be found in natural 
diamonds and said his tests had been confirmed by another 
professor of chemistry, and seemed to satisfy the Patent 
Department because his methods of manufacturing these 
crystals had been patented at Washington. 

When asked if he had not obtained moissanite, a very 
hard form of carbon that had been found in iron meteor- 
ites, he said he did not believe that the product was mois- 
sanite. He said he was familiar with the theories and 
work of Professor Moissan, but incidentally remarked 
that he did not agree with his theories. 

“My tests lead me to believe that my diamonds may be 
of use in various industries where the diamond is now em- 
ployed. Although they are very small, they may be re- 
duced to powder and serve for grinding purposes. [| 
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understand that commercial diamonds of the low grade 
used for such purposes cost at present something like $8 
or $10 a carat. It is estimated that our product can be 
made for about $5 a carat, which would give a good mar- 
gin or profit. I have estimated that a plant which would 
manufacture this product would cost about $100,000 to 
equip.” , 

Professor McKee remarked that if later on they suc- 
ceed in making the larger stones and if these stones are 
found to be gem diamonds, there would be that much 
“velvet” in the enterprise. 

When it was called to Professor McKee’s attention 
that real diamonds that come from the mine, today, that 
are not clear crystal and known as “bort” and used for 
commercial purposes, sell for very much less than his cost 
of manufacture, he said he was very much surprised and 
would naturally look into the matter. 

He added incidentally, “I have recently announced two 
discoveries relating to diamonds and the manufacture of 
synthetic wool, but the interest around my wool manu- 
facture seems to be greater than in the case of the dia- 
monds.”’ 

The process for the creation of this material on which 
Professor McKee has been working, it was explained, 
was devised by L. H. Barnett, a retired mining engineer 
of the Columbia class of 1894 and was worked out under 
Professor McKee’s supervision. Mr. Barnett, when asked 
for an interview as to his work, declined to be quoted. 


A careful examination of all the statements made by 
Professor McKee showed that there was nothing to indi- 
cate that diamonds of the character of the crystals used 
in the jewelry trade had been made or were even ex- 
pected to be made. Jt was the sensational treatment given 
by the newspapers to the announcement of the scientific 
experiment that was responsible for the erroneous im- 
pression given to the public. 

Professor McKee’s statement was only to the effect 
that he had succeeded, in making minute sizes, a diamond 
that could be used for crushing and abrasive purposes 
and in no way did he claim that he had made a gem stone 
suitable for jewelry. In a letter to Walter N. Kalin ex- 
plaining why he could not submit a sample he said: 
“IT am interested in making a high-class abrasive rather 
than a product to compete in the jewelry trade.” 


Synthetic diamonds have been discussed in scientific 
circles since even before Moissan’s experiment in the 90’s, 
which were followed later by an interesting experiment 
of Sir William Crooks, Sir Andrew Noble and others in 
the early part of this century. Their work was at first 
accepted as having produced artificial diamonds though of 
microscopic size. More recently the production of arti- 
ficial diamonds, even by the methods of these scientists, 
has been called into question by Brauns and Hoffman 
(according to Prof. Edward Henry Kraus) and it is 
thought in some quarters that the crystals obtained were 
not true diamonds as they had never been subjected to 
all the tests necessary to establish that fact. 
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Julius Raunheim, Inc. 


Importers of Pearls 


: 
Have Moved Their Offices to 


608 Fifth Avenue 
New York 
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sell such tourmalines under the name to retail jewelers 
who have resold them to their trade as genuine emeralds. 

The present Colombian mines were discovered acciden- 
tally by the Spaniards, but only accidentally, no amount 
of torture or threats being able to make the natives re- 
veal the location of the mines from which the emeralds 
of the Incas came. 

The finest varieties of emeralds come from the old 
Inca mines in the Republic of Colombia (which adjoins 
Panama) and are known correctly as Colombian emeralds. 
These finer qualities can inadequately be described as of 
a deep velvety grass green color. Most of these have 

ZT 
VMS 


ey 


Diagram of an emerald doublet 











Green\_. 
Glass 


come from the mines at Muzo, which are governmentally 
controlled and which are frequently closed down as a re- 
sult of political changes. 


EMERALD IS GREEN BERYL 


‘Ete emerald is 


the deep green variety of the gem mineral beryl, the 


Emerald— Ihe Birthstone for May 


(From page 45) 


lighter bluish green and blue varieties of which are called 
aquamarine. Beryl is a silicate of aluminum and beryllium 
and the color of emerald long thought to be of vegetable 
origin is now attributed to other causes, including the 
presence of chromic oxide. 

This most valued color of the emerald differs from that 
of almost any other known gem-stone, in that the same 


hue is found in no other genuine gem. Perhaps since 
nature has never produced the color in any other mineral 
except the Beryl, this explains why it is one of the colors 
which cannot be produced in synthetic sapphire or spinel, 
which are the only synthetic stones in the jewelry market. 


SUBSTITUTE FOR THE EMERALD 


The reproductions of emeralds of true color which are 
now sold are either similar in substance to the “Sacro 
Catino” of the Genoa Cathedral, or to the monocle 
through which Nero was supposed to watch the gladia- 
torial contests. ‘These famous treasures were simply 
glass, as is the glass imitation doublet of emerald of today, 
which most cleverly represents the flaws of the genuine. 

The better imitations of emerald consist of doublets 
with a glass base and a quartz or aquamarine or light 
greenish beryl top. These are also of triplets with both 
top and back of one or either of these minerals, with a 
thin layer of green cement on balsam below the girdle. 

These triplets and doublets are sold as “Tripletines,” 
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TO OUR NEW HOME 


In the Newly Completed Goelet Building 


608 FFIH AVENUE 


CORNER OF FORTY-NINTH STREET, NEW YORK CITY 
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“Mascot Emeralds,” “Soldered Emeralds” or “Crystal- 
line Emeralds” or more recently as “Aquamarine Emer- 
alds.” Also, these as well as glass imitations are often 
improperly sold as “synthetic emeralds,” “scientific emer- 
alds” or “reconstructed emeralds.” Jewelers should 
realize that emeralds have been made synthetically only 
as a laboratory experiment and in tiny sizes and not in 


commercial quantities. 


QUALITIES OF EMERALDS 


The gem quality emerald is slightly softer than the 
usual aquamarine or other beryl and is nearer 714 than 8 
in hardness in Moe’s scale. ‘This is quite hard enough 
for a gem stone, and while the beryl is in general a tough 
stone, the emerald is particularly liable to contain many 
flaws due apparently to the nature of the coloring matter, 
so that, usually, the finer the color the greater the num- 
ber of flaws. Unless a stone is very “mossy” the flaws 
affect the value less than the lack of fine color. This is 
easily understood when one remembers its very low re- 
fractive and dispersive power and glasslike lustre, for its 
value lies in beauty of color alone. While emeralds in 
which flaws would not appear under a 10 power loupe 
are rare, they are not unknown as museum pieces. The 
flaws are due to the fact that the emerald fractures easily, 
and buyers of emerald should be cautioned not to abuse 
them. The inexperienced dealer should never test a pos- 
sible emerald with a file. 

Owing to their fragile character emeralds are not 
found in river grounds where those that may have come 
there must have been crushed to bits. Emeralds are 
usually found in very perfect hexagonal crystals like that 
shown on page 45. While emerald does not cleave at all 
easily, the East Indian lapidary takes advantages of the 
grain, which is parallel to the base, to split a large crystal 
in small layers and to carve beautiful designs upon them 
to be used in neck ornaments. 





Rough Diamond of 574 Carats Reported Found 
in Brazil 


A United Press dispatch from Diamantino in Matto 
Grosso, Brazil, April 6, told of the discovery of one of 
the largest diamonds ever found in that country. Ac- 
cording to the dispatch a rough gem weighing 574 carats 
was found by a poor prospector, Joseph Garimpeiro, in 
the region of Bello Harizonte. The story went on to say 
he refused an offer of $80,000 for it made by a Rio de 
Janeiro broker. The stone is said to have been pronounced 
by an expert to be a beautiful clean white gem. 

The report was of considerable interest to the diamond 
trade of the world and if true will prove quite important. 
Although Brazil has produced a quantity of diamonds 
since the first discovery of these gems, about 1725, most 
of the stones taken from this country have been small 
ones; in fact, not more than a half dozen big pieces have 
been recorded. 

The largest diamonds found in Brazil to date was the 
Star of the South (Estralla do Sud), a gem of 254% 
carats, which was found at Bagagen, Minas Gares, in 
July, 1853. The rough crystal was of dodechahedron 
form, with obtuse angles and contained 24 natural facets. 
This gem, according to Cattelle, was cut by Voorsanger 

(Turn to page 87) 
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May 1, 1932 





We take pleasure in announcing that 


MR. A. J. BARNETT 


MR. GEORGE N. STERN 


have become associated with 
us as members of our sales 
department. 


ARNSTEIN BROS. & CO., 


20 W. 47th St., New York 























STAR SAPPHIRES 


Gems of Fascination 





Paramount to All Precious Stones 


Star Sapphire rings, also cuff links and dress sets. 


LOUIS N. MARX 


551 Fifth Ave. New York 











. Daniel Leker 


MANUFACTURING JEWELER 
FORMERLY 


C. V. DOUGHERTY CO., INC. 
7-11 W. 45th ST. 
NEW YORK CITY 


SEED PEARL JEWELRY 


SPECIALIZING IN REMODELING 
AND SPECIAL ORDER WORK. 




















Know Your Merchandise 


“GEM-STONES,” by G. F. Herbert Smith, gives a clear, 
concise, but very comprehensive survey of the various 
precious and semi-precious stones used for ornamental 
purposes. Written in a most interesting and instructive 
manner by an Assistant Secretary of the British Museum 
and a world authority, it presents the history and tech- 
nology of gems, tells what they are, where they are found, 
how they are fashioned, and how they may be dis- 
tinguished. 

It offers the jeweler and his clerks an excellent means of 
fully familiarizing themselves with this interesting subject, 
and provides the answers to many questions asked by cus- 
tomers. Fully indexed, it makes an excellent reference book. 
Over 300 Pages; many tables, plates, and illustrations. Price 
$3.00. Order your copy today from— 
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Pearl Oyster Fishery to Be Developed 
in Hawaii 


F early reports are to be believed there will be a new in- 
| dustry introduced into the Territory of Hawaii, which 
will give to the United States its first pearl oyster fishery. 

In studying the possible potentialities for new business 
in the Hawaiian Islands, Governor Lawrence H. Judd 
inspired a preliminary study of pearly fishery. K. he name 
“Pearl Harbor” indicated that at some time in the past 
oysters and pearls were in all probability gathered by the 
natives. It is not known as to why or how the native 
ovster disappeared from Hawaiian waters. The first 
definite conclusions that pearl fishery is possible in terri- 
torial waters was a research development from experi- 
mentation by H. I. Kelly, director of Fish and Game— 
who, in his report to George I. Brown, president of the 
Board of Commissioners of Agriculture and Forestry of 
Hawaii, said that from previous experiments with oysters 
of various types and from many different sections of the 
globe conducted by the department, the conclusion was 
reached that the Japanese pearl oyster would thrive in 
Hawaiian waters. 

An invitation has been extended by Lawrence H. Judd, 
Governor of Hawaii, to K. Mikimoto of Tokyo, to estab- 
lish in the Islands a pearl fishery similar to those oper- 
ated by his organization throughout Japan. 

The Governor, in his invitation, stated he would di- 
rect the appropriate department of the territorial govern- 
ment to cooperate in every reasonable way. 

At a meeting held recently in Honolulu, Reikicki Yoko- 
hama, personal representative of K. Mikimoto, the head 
of the Japanese culture pearl industry, was invited to dis- 
cuss the pearl fishery industry and the possibility of its 
being successfully introduced into the Territory of Ha- 
waii. He was welcomed by a group of scientists and 
business men, including Wallace R. Farrington, former 
Governor of Hawaii and president of Pan-Pacific Union, 
and Alexander Ford Hume, director of the organization, 
who inaugurated the early negotiations for bringing the 
industry to Hawaii. 

The difficulties to be overcome are mainly the trans- 
planting of the actual oysters and the experts needed to 
start the industry. Later it is intended to utilize native 
employees as rapidly as they can be trained and the busi- 
ness develops. 

In Japan it takes eight to ten years to develop oysters 
producing marketable pearls. It is supposed that the 
oyster would develop more rapidly in the warmer waters 
of Hawaii than they do in Japan where colder currents 
retard their growth. 

The project is being urged by business men through- 
out Hawaii as it not only brings a new industry to these 
islands but introduces to the United States its first culti- 
vated pearl fisheries. 

There being no definite evidence whether or not it is 
possible to cultivate pearl oysters on a scientific basis, it 
is understood that within a year K. Mikimoto will make 
a number of experiments in Hawaii to determine to what 
extent the industry can be developed. 





Coleman E. Adler & Sons, New Orleans, announce 
that Dennis Barry is now associated with the concern. 
Mr. Barry has been connected with the jewelry business 
for 47 years. 
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CARTER, GOUGH & CO. 


PARK and MULBERRY STREETS 
NEWARK, N. J. 


IN addition to the manu- 
facture of our regular line of 
high grade jewelry, we have 
enlarged our special order 
department, and are equipped 
to handle all work of this 


character. 


DESIGNS, ESTIMATES 
REPAIRING 

















We Are Now 
Located at 
580 Fifth Avenue 


Where we have larger 
quarters, which will enable 
us to better serve the trade. 





DIRECT IMPORTERS OF 
CULTURED PEARLS 
GENUINE ZIRCONS—STAR SAPPHIRES 
ORIENTAL SAPPHIRES 
RUBIES—EMERALDS 


PAPAZIAN BROTHERS 
DIRECT IMPORTERS 
580—aSth Ave. New York City 


Antwerp: 26 Rue des Fortifications 


BRANCH OFFICES: 


Bangkok, Bombay, Colombo, Singapore, 
Shanghai 


Kobe, Hong Kong, 




















THE JEWELERS’ CIRCULAR 





CHICAGO OFFICE 
210 South Wabash Ave. 


The Wedding 
March Is On 


AND HERE ARE THE STERLING 
SILVER PATTERNS BRIDES PREFER 


Durinc the next 90 days, 30.4% of 
1932's brides will march to the altar. 
Just as many brides of last year and 
other years past will be honored on their 
anniversaries. It's the time to sell ster- 
ling silver — more so than ever this year 
because the present prices put sterling 
within the reach of those who in the 
past have felt it necessary to be content 
with plate. 


Nartura_ey, you will get a greater 
share of the sterling business by pre- 
senting the patterns most brides prefer. 
It is a hundred year old tradition for the 
brides of America to look to Gorham 
for correct dignity in design and 
superb craftsmanship in sterling silver. 
The silver merchants of America know 
these Gorham patterns find ready sale 
— and they also know they can put their 
efforts behind Gorham patterns with 
complete confidence that their profits 
will be protected, and they will not be 
undersold. 


GORHAM 


EXECUTIVE OFFICES 


Elmwood Station, Providence, Rhode Island 


New York Offices, 6 and 8 West 48th St. 


SAN FRANCISCO OFFICE 
140 Geary Street 





















When the House of 


Representatives, after smashing the proposed general 
manufacturers’ sales tax, picked out a number of partic- 
ular industries for special taxation, consternation reigned 
among the manufacturers so affected. The bill which the 
House passed and sent to the Senate carried with it 
special taxes on the manufacturers of automobiles, candy, 
chewing gum, coats, furs, toilet preparations, radios, soft 
drinks, sporting goods and jewelry among others, the 
tax on jewelry and a few other industries being placed 
as high as 10 per cent. The jewelry paragraph reads: 


There is hereby imposed upon the following arti- 

cles, sold by the manufacturer, producer, or im- 
porter, a tax equivalent to 10 per centum of the 
price for which so sold: All articles commonly or 
commercially known as jewelry, whether real or 
imitation; pearls, precious and semi-precious stones, 
and imitations thereof; articles made of, or orna- 
mented, mounted or fitted with, precious metals or 
imitations hereof or ivory (not including surgical 
instruments) ; watches; clocks; opera glasses; lor- 
gnettes; marine glasses; field glasses; and binocu- 
lars. 

This schedule, it will be seen, covers not only all 
products that come into the jewelry store but a vast 
amount of others such as leather, wood, glass and other 
objects which are ornamented in any way with metal 
imitating silver or gold. 

Should this manufacturers’ tax be eventually embodied 

in the bill, either on a 10 per cent rate, or even in a gen- 
‘eral tax at a lower rate, the effect will be felt in all 
, branches of the industry. 
“Tt must be understood that this tax, though specifically 
on the manufacturer, importer and producer, will have 
to be absorbed in the cost of an article and the cost to 
the wholesaler and retailer increased proportionately. 

But the wholesaler and retailer is not entirely exempt 
bcause there are many cases in which he may have to pay 
the tax himself, as for instance: 

(1) When he imports an article directly. 

(2) When he sets a stone in a ring. 

(3) When he puts a watch in a case. 

(4) When he adds a metal trimming or ornament 
to an article of leather, ivory, wood or other 
substance. 

(5) When he alters jewelry by putting in additional 
metal or gems. 


And in all such cases, unless the law: is changed, he 
must pay a tax based on the selling -price of the article 
even though the gem or metal used may already have 
paid a tax. 

On.all articles imported, manufactured and produced 
here the tax is based on the price when sold. 

For the purpose of the law (as proposed by the House 
Bill), a lease of the article shall be considered the same 
as the sale of an article and the tax will accrue just 
the same. 

If any manufacturer, producer or importer sells articles 
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Some Points on the HOUSE 
REVENUE BILL and Jewelry 


Taxes Generally 











Whatever changes may be made in the Tax Law, 
whether it be a general tax on all industries or the 
retention of taxes on special industries, one thing 
stands out clearly—the jewelry trade may have to 
accept a tax on its product of some kind. 

The chances are: 


That this tax will be levied upon the manufac- 
turer. 

That it will go into effect immediately or 
shortly after the bill is passed. 

That this tax must be added by the manufac- 
turer in the cost of his merchandise. 

Consequently: ; 

Prices are now at the lowest point, for prices 
now are not subject to tax. 

Prices in the fall may be from 5 to 10% higher 
than they are at the present time. 

Now is the time to buy. 











both at wholesale and at retail, the tax in the case of 
any article sold by him at retail shall be computed on 
the price for which like articles are sold by him at whole- 
sale. 

If any person sells an article at less than the fair market 
price, the tax, under the law, shall be computed on the 
fair market price of such article. ‘ 


I. is fair to assume 
that ‘the sale of an article will be considered to have taken 
place at the time title passes from the vendor to the 
vendee and which, in most cases, will be determined by 
the date of the delivery of the merchandise. 

But under Section 619, “if any person has, prior to 
March 1, 1932, made a bona fide contract with another 
person for the sale, after the tax takes place, on ‘any 
article in respect of the sale of which a tax is imposed 
under this title . . and (2) such contract does ‘not 
permit the adding to the amount to be paid under such 
contract, the whole of such tax, then the vendee shall, 
in lieu of the vendor, pay so much of the tax as is not 
so permitted to be added to the contract price.”’ Such tax 
as above mentioned is payable by the buyer shall “bey paid 
to the seller at the time the sale is consummated and shall 
be collected, returned and paid by him to the government. 

A return to the Government of the manufacturers’ 
taxes must be made monthly under oath and in duplicate 
to the collector for the district in which the manufacturer 
has his principal place of business under regulations to 
be made by the Secretary of the Treasury. 

Taxes must be paid as of the date of sale irrespective 
of the time the manufacturer, producer or importer re- 
ceives his payment for the merchandise. 

Unless the general provisions of the law are changed 
otherwise by the Senate, the tax shall take effect on the 
15th day after the enactment of this Tax Bill and shall 
be in effect until June 30, 1934. 













THE JEWELERS’ 








CIRCULAR 





May, 1932 








THE EIGHT SONS OF ELI 
©) Every Sunday now at 2:00 
P. M., E. S. T., over Columbia 
Network these boys are putting forth 


their best efforts in harmonious song. 


Singing songs to sell your silver. 


* * * 















Georgian Colonial..A new 





pattern for new business . . 


HE Georgian Colonial period in American life stands fy 


















prosperity and an exquisiteness of taste—beautifully retaing 
in the silver of the great houses, where entertaining was lavish 
and gracious. 

We have created our modern version of Georgian Colonial silye 
as an answer to what people of taste are really asking for. 

It will sell itself right off your counters . . . for it is perfectly in 
key with the times. See that your stocks are gleaming and complet 
for the big ‘June bride”’ business. For here is a gift that’s new— 
yet with a wealth of tradition behind it—and smart to own. 





R. WALLACE & SONS MFG. CO. 


Silversmiths—WALLINGFORD, CONN. 


Upon request we will gladly send a represent- 
ative from one of our branch offices near you. 


MEMBERS OF THE STERLING SILVERSMITHS GUILD OF AMERIG® 


* * * * 















Jewelers Protest 10 Per Cent Tax 


Arguments Presented Before Senate Finance Committee Show Why Our 





Industry Cannot Stand This Burden and Why Little Revenue Would 
Accrue If House Bill Schedule Were Enacted 


WasHINGTON, D. C., April 20.—Jewelers of the 
United States were given an opportunity to present their 
protest against the 10 per cent tax on jewelry to the 
Senate Finance Committee on April 19. They made out 
a good case. Gustave H. Niemeyer, chairman of the 
Special Tax Committee of the jewelry industry; Wal- 
lace D. Kenyon, of the New England Manufacturing 
Jewelers and Silversmiths Association, and Representative 
Joseph W. Martin, Jr., of Massachusetts, presented the 
case for the jewelers, with R. H. Whitehead, represent- 
ing the Clock Manufacturers Association of the United 
States, presenting a protest on behalf of that industry. 

Representative Martin scored a big point for the man- 
ufacturers when he explained to the Senate Committee 
that the jewelry trade had not had any chance to present 
their case to the Ways and Means Committee of the 
House before the tax was inserted in the bill. He ex- 
plained that the tax was arranged by a subcommittee 
which reported it out without looking into the situation, 
that the House took the item up out of order before 
anyone knew anything about it, and it was passed with- 
out discussion. Members of the Finance Committee 
seemed to be impressed by this statement. 

Mr. Martin spoke of the distressful conditions now ex- 
isting in the jewelry industry. He said that the govern- 
ment might collect some revenue from the industry but 
not the $15,000,000 contemplated by the committee of 
the House. But whatever is collected will be at the 
expense of creating unemployment in the industry. Mar- 
tin said that he had voted for the sales tax in the House 
and that he thought that that should be invoked as being 
much more equitable to all industry. 

The committee was informed by Mr. Martin, that the 
New England jewelry industry is off 50 per cent from 
what it was two years ago. He said further that the 
jewelry manufacturers will not be able to finance the 
tax of 10 per cent tax as imposed by the House. 

Mr. Niemeyer made a very strong argument in oppo- 


sition to the 10 per cent tax which would be imposed. 


on both the manufacturing jewelry trade and the im- 
porters. He told the committee that he was appearing 
on behalf of 30,000 jewelry firms of the country from 
every State of the Union as well as 80 trade associations. 

The jewelry industry, said Mr. Niemeyer, is not at 
all unwilling to bare its fair share of the burden of 
taxation but it does not feel that it should be singled out, 
with a few other industries, to bare such a large share 
of the burden of balancing the budget. It is not trying 
to shirk its own responsibility, he continued. Section 604 
of the bill, which is the jewelry tax section, was written 
by the jewelers themselves some years ago and was meant 
for a consumption tax and not for a manufacturers tax. 
The tax should at least be reduced, he argued. 

The jewelry trade of the United States, at the present 
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time, the witness said, is at a standstill and the imposi- 
tion of the tax would make conditions even worse than 
they are at present. No effort has been made, he stated, 
to see if the trade could bear the 10 per cent burden 
which Congress is trying to impose on it. ‘The tax is 
discriminatory, he continued, and places the jewelry busi- 
ness in a very disadvantageous position. The tax is much 
higher than the war tax was. Should it be invoked it 
will not only harass the business but will stop buying by 
the retailer. ‘The tax, he explained, must be passed on to 
the consumer in the end. The only business being done 
at this time, he explained, is in lines having the cheap- 
price appeal. 

Mr. Niemeyer explained to the committee that the bill 
permits a duplication of taxes, and in its invocation will 
undoubtedly put some houses out of business. It will 
again make diamond smuggling profitable, he said, because 
it restores the condition which produced the smuggler. 
There are a third less men employed in the jewelry in- 
dustry. now as compared with 1928, he told the com- 
mittee. 

Large and fine pieces of jewelry are not being sold now, 
he stated, and nothing but cheap merchandise is moving. 
If this 10 per cent tax is imposed he said that at least 
4000 persons engaged in the novelty jewelry business in 
New York State alone will be out of employment. 

Discussing the silver jewelry business, he told the com- 
mittee that last year there had been an upturn in the 
silver business because of price reductions, but the present 
silver business is being done on a very small margin 
of profit. 

Mr. Niemeyer expressed the opinion that the govern- 
ment with a 10 per cent levy could not collect more than 
$5,000,000 as tax on jewelry as compared with the $15,- 
000,000 which the Treasury Department had estimated. 


Answering questions of members of the committee, Mr. 
Niemeyer stated that the industry does feel that a gen- 
eral sales tax, such as first suggested in the House, would 
be more equitable. In conclusion, he said: 


If it was the purpose of the proponents of this bill to penalize 
those well able to pay, they missed their objective, because this 
tax, if imposed, will not be paid by Fifth Avenue, Newport or 
Palm Beach—it will fall upon the folks on Main St. Indis- 
putable records show that 20 per cent or more of what little 
business is being done by jewelers today, is in the small, inex- 
pensive items, such as the things the girl wants who yearns for 
an ornament; the class ring or pin my daughter or yours just 
has to have; the watch the proud youth gets from his dad; 
or the pin we buy for mother; the engineer’s watch; the silver- 
ware on your table; your collar buttons; a clock; the chain on 
your watch; the engagement and the wedding ring and many 
other items. Luxuries? Perhaps to some Bolshevik without 
sentiment or any appreciation of art or culture. 

The statements contained in our argument against this tax 
do not begin to disclose the pitiful conditions in our industry; 
and I wish I could reflect adequately the hopelessness and 
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WATSO 


features 
weddings 


for the 


~ JEWELER 


For you as a retail jeweler, the 
Watson silversmiths this month 
lay before the men and women of 
many fine homes in your own com- 
munity — full pages in Vogue and 
House Beautiful, featuring eight 
famous Watson-mark patterns for 
WEDDING BUSINESS — but 
Priscilla Alden featuring weddings as only one of 
the reasons for buying Sterling of 
long-established local jewelers. 


Consider, we told the public, THE 
CONFIDENCE one always feels 
in the integrity and fineness of 
things bought from the jeweler! 
Sterling silver by Watson, with all 
its extra-values of fine craftsman- 
ship, is made only for selected 
jewelers. It has selling-power with 
adequate retail profit. 





rr, 







Tuscany 


Old Colony 


Navarre 


THE WATSON COMPANY 





22 Watson Park, Attleboro, Mass. Salen Ren 
New York City Los Angeles For each pattern illustrated, 
347 Fifth Ave. 643 So. Olive St. there are attractive folders, 
Chicago dealer-help and display 


material. 


37 So. Wabash Ave. 
Wentworth 


OW Watson Sterling 


ae 0 ¥5 


TRADE MARE 


John Adams 











despair expressed in thousands of letters received by our com- 
mittee and by members of Congress from jewelers, large and 
small, from every part of this country, pleading that this tax 


be not imposed upon them. 
The psychological effect contained in even the threat of such 


a tax is devastating to our industry. In common with most men 
in business, especially those in smaller concerns with limited 
capital, the only thing that is keeping up the courage of the 
jewelers to fight their way out of the present situation, is the 
hope that conditions will improve, because the industry’s very 
existence is dependent upon. improvement. 

In view of all these conditions and the fact that the revenue 
derived from this tax will be far below the amount estimated, 
we ask you to investigate and confirm the statements made by 
us. Do not, I pray you, embitter and discourage those in this 
industry by inflicting this additional burden upon them when 
it is so necessary and important for the welfare of our country 
that confidence be restored and that they, in common with 
millions of others, be encouraged and helped rather than kicked 


while they are down. 


Mr. Kenyon appeared as chairman of the tax com- 
mittee of the New England Manufacturing Jewelers and 
Silversmiths Association. 

“This tax,” said Mr. Kenyon, “is economically un- 
sound. Today, overproduction, both actual and potential, 
exists in industries engaged in the production of the barest 
necessities, so that the only hope of employment of even 
75 per cent of our citizens is the creation of articles which 
will satisfy desires far beyond those for the barest neces- 
sities of life. Our industry in creating such articles fur- 
nishes employment to many.” 

The committee was told that in the first quarter of 
this year a decrease was shown in employment in the 
jewelry workers in Massachusetts and Rhode Island of 
45 per cent from 1927 and a decrease of 51 per cent 
from 1929. “It is estimated,” he said, “that more than 
50,000 people located within a fifteen-mile radius of 
Providence, are dependent upon the jewelry industry for 
their livelihood. An overpowering excise tax of 10 per 
cent will decrease sales volume with resultant increase of 
unemployment. “Today, due to the facilities for super- 
production, no industry which gives employment to any 
considerable number of our citizens can be considered a 
luxury business. 

“It defeats its very purpose,” he continued, “namely, 
revenue. It is our sincere conviction that the amount of 
receipts from this 10 per cent excise tax will fall far short 
of estimates.” 

Jewelry manufacturers, Mr. Kenyon said, will have 
great difficulty in financing the payment of an excise tax 
of this size. “Credit in our industry,” he continued, 
“extends from 30 days to 12 months or longer. Large 
amounts are outstanding for long periods of time, six 
months being the general rule. The present financial 
position of most manufacturers precludes the possibility 
of any great assistance from the banks in doing such 
financing and yet the manufacturers must pay 10 per 
cent monthly in the form of an excise tax, his financing 

must be increased by this amount for a general rule period 
of at least six months.” 

In eoncluding his argument, Mr. Kenyon said that “we 
do not appear before you protesting the imposition of any 
tax whatsoever, nor do we suggest that this and that 
article be exempted, nor that a tax might be better levied 
against some other industry. We are ready and willing 
to pay any tax that is equally imposed upon every other 
industry, not of prime necessity, which reaches out for 
that last small portion of the consumer’s dollar, left over 
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after the purchase of articles of prime necessity. Levy 
a tax upon a broad base. This will, by a relatively small 
rate, raise far greater revenue, not prostrate any industry 
nor increase unemployment.” ; 

Both Mr. Niemeyer and Mr. Kenyon field briefs with 
the committee. Mr. Whitehead, protesting the tax on 
behalf of the clock manufacturers who appeared before the 
Senate committee on Monday, said that it is discrimina- 
tory and that it would be pyramided on to the consumer. 
It will burden business and place a double rate compared 
to that on radios. He maintained that it would “disor- 
ganize the clock and watch business.” : 





THE MEETING AT THE MAYFLOWER HOTEL 


The representatives of the jewelers who attended the 
hearing before the Senate Committee had been in Wash- 
ington since Sunday awaiting for the opportunity to be 
heard. ‘The Executive Committee of the Special Com- 
mittee on Taxation on the jewelry industry headed by 
Mr. Niemeyer had come down to Washington, Sunday, 
and a meeting was held Sunday night at the Mayflower 
Hotel, at which the committee was joined by represen- 
tatives of the industry in every section. 

The committee attending the meeting consisted of 
Chairman Niemeyer, Vice-chairman Wilson A. Streeter, 
Treasurer Arthur Lorsch, Secretary Charles T. Evans and 
the following members of the Executive Committee: W. 
Ross Atkinson, Jacob Engel, Walter N. Kahn, Benjamin 
Katz, Wallace Kenyon, W. D. McNeil, Rolland G. 
Monroe, Craig A. Munson, Harry E. Redix, Jules 
Schwab, Archibald Silverman, and Taylor Strawn. They 
were joined by George Gruen, William G. Thurber 
representing the “Research Group” of jewelers, Arthur 
Sundlun of A. Kahn, Inc., and Sidney Strauss of R. Har- 
ris & Co., representing the Washington jewelers, A. C. 
Mayer, E. O. Otis, Jr., representing the New England 
jewelers, John E. Walker, tax expert and C. R. Phesay 
representing the New York City group. 

At this meeting Mr. Niemeyer went over the remarks 
that he was to make before the Senate Finance Committee 
which were unanimously approved in a resolution passed 
by the assembly. Wallace Kenyon, on behalf of the New 
England jewelers, also submitted the text of his report to 
be made at the hearing. 

The meeting was devoted to a general discussion of the 
ways and means of getting the most effective arguments 
before the Senate in the shortest time. Though some of 
the delegates returned to New York Monday morning, 
most of the committee were on hand to attend the ses- 
sions before the Senate’s representatives. 


Organizing for the Jewelry Tax Fight 


The fight of the jewelry trade, as a whole, began early in 
April, and although Special Tax Committees of the Vigilance 
Committee, the American National Retail Jewelers Association 
and other bodies who had been working to prevent sales taxes 
in various States had also been active in gathering ammunition 
against the Federal tax, nothing had been done in the open 
until a mass meeting was called which was held at the Na- 
tional Jewelers Board of Trade, April 4, to formally protest 
against the 10 per cent special excise tax on importers, manu- 
facturers and producers, contained in the Revenue Bill passed. 
by the House. 

At this meeting the great room of the Board was jammed 


(Turn to page 99) 
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“THE DIRECTOIRE INFLUENCE 
IS DECIDEDLY GAINING”... 


. says Miss Kathleen Howard in the March issue of 
HARPER'S BAZAAR. The modern woman this year is 


wearing Directoire fashions. 


HOUSE & GARDEN says, in their April trade edition, 
“The late Colonial and early Federal American styles 
are pleasing, logical, popular styles. Hence table equip- 
ment that fits in with these styles may be properly pro- 


moted with the bi-centennial in mind.” 


Says HOUSE BEAUTIFUL magazine for May, “Keeping 
pace with the new emphasis on Federal styles has been 
the demand for Directoire, Empire and Biedermeier fur- 


niture and decorative accessories.” 





WHAT better selling background for the 
furtherance of the AMERICAN DIRECTOIRE 
pattern in Sterling Silver tableware? What 
better background of fashionable authority for 


you to bring to the attention of your customers? 


Never was a pattern so finely timed to a great 
country-wide style movement! Never was a 
pattern so exquisitely made... so distinguished, 
so beautiful. You may offer it to your most dis- 
criminating customers with the knowledge it is 


smartly correct-to-day .. . and always! 


Treasure 


TRADE Be MARK 


ROGERS, LUNT & BOWLEN CO. 
SILVERSMITHS 
GREENFIELD, MASS. 















Platinum and Palladium Trophies for World 
Bridge Olympic 

Announcement broadcast by Ely Culbertson over a 
nation-wide hook-up that he had selected platinum 
trophies for his World Bridge Olympic is of special in- 
terest to the retail jewelers to whom the public turns 
when it wants prizes and trophies of exceptional merit. 
By reason of the wide public interest in contract bridge 


Trophy for World Bridge Olympic 


and in Culbertson as the successful exponent of the game, 
this introduction of platinum as a’symbol of outstanding 
achievement is on a truly international basis. 

Playing in thirty-five countries, more than 50,000 men 
and women opened simultaneously at 8.01 p. m., New 
York time, April 1, sealed sets of sixteen specially dealt 
hands as the basis of competition in this first World 
Bridge Olympic. ‘The winning team in each group will 
have their names inscribed on the trophy for that group 
and retain custody of the trophy for a year. In ad- 
dition the four members composing the two winning 
teams will each receive a replica of the trophy executed 
in palladium, and which will remain in the permanent 
possession of the winners. Awarding of the trophies will 
be delayed a month or more, at which time some 350 gold 
and silver prizes will also be given to regional winners. 

The house of Cartier, which designed and executed 
these twin platinum trophies and their four palladium 
replicas, describes the trophies as follows: 

“Each trophy will consist of a base of Argentine dark 
green onyx surmounted by a globe and the figure of a 
woman, both worked in platinum. Just below the globe 
will be a weather-vane, also in platinum, showing the 
four main points of the compass, used in designating the 
players in a contract bridge match. The base will carry 
three platinum shields for the inscriptions of the annual 
winners. Each trophy will be 26 inches in height.” 
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REPOUSSE 
PATTERN 


_fterling _filver 


IN FANCY 
PLAIN BACK 


























Prices—Attractive 


TRACE MARE 


ODE 

An artistic repousse pattern individualized by the 
adherence to rose motive, giving the service a syn- 
thetic unity. 

The charm of the Baltimore Rose pattern lies in the 
taste and workmanship with which the design is 
executed. 

Reduced prices are still in force even though the 
price of silver bullion has been advanced. 


Baltimore Rose—26 Piece Set 


6 med. Knives $10.50 
6 med. Forks 12.00 
6 Teaspoons (medium) 5.00 
6 Cream Soup Spoons 7.50 
1 Butter Knife 2.00 
1 Sugar Spoon 1.25 

26 pieces $38.25 


Retail prices—Subject to discount 
We make a complete line of tea sets and 
dinner sets repousse chased. 


Matching odd pieces in Sterling Silver our 
specialty. 


The Schofield Company 


Designers and Makers of Sterling-Silverware 
Joseph D. Little, Manager 
Baltimore, Maryland 


Established 1871 








61 








Death of Edwin F. Lilley 


Boston, April 5—The funeral of Edwin F. Lilley, 
president for the past two years of the American National 
Retail Jewelers’ Association, was held in Milford, with 
many officials of trade bodies attending as mourners. Ser- 
vices took place at the Baptist Church with full honors 
by the Knights Templar, officers with swords drawn 
standing at attention throughout. He died at his home in 
Milford, April 1. He was in the jewelry business 39 
years and had served as a state representative in 1911-12. 
He was 61 years old. 

For the past several weeks Mr. Lilley’s condition had 
been critical. As a result of failing health, he and Mrs. 
Lilley left Milford early in February and went to St. 
Petersburg, Fla., in hopes that the change to a warmer 
climate would be beneficial to him. About three weeks 
ago, because of his condition, he was removed to a St. 
Petersburg hospital where he remained until last Monday, 
when he made an urgent request that he be brought North 
to his Milford home. He arrived here on a cot, accom- 
panied by Mrs. Lilley and a nurse, in a semi-conscious 
condition. 

Mr. Lilley was dean of the New England Jewelers’ 
Institute, organized by him and other jewelers in this 
state, chiefly to furnish the trade with skilled watch re- 
pairers. The creation of the school followed Mr. Lilley’s 
survey of the watch making industry in 1921. The in- 
stitute was closed several years ago, owing to lack of 
students. 

Mr. Lilley was also at one time president of the Horo- 
logical Institute, Washington, D. C., and figured promi- 
nently in jewelers’ organization work in New England. 
He was a former president of the State retail association. 
He also engaged in optical business, part of his store 
being devoted to eye examinations. 





Plans for Wisconsin Convention 


MILWAUKEE, Wis.—The two day convention of the 
Wisconsin Retail Jewelers’ Association and the annual 
meeting of the policyholders of the National Jewelers 
Mutual Fire Insurance Co. have been arranged for May 
16-17, Hotel Conway, Appleton, Wis. 





Jewelry Factory Robbed 


Asany, N. Y.—Thieves cautiously entered the jewel- 
ry factory of William Cohn at 115 N. Pearl St., on the 
night of April 20 and looted it of goods which Mr. Cohn 
says are worth $1,000 or more. 

The thieves avoided touching doors that were wired 
with a burglar alarm system, and avoided the similarly 
wired safe which contained money and the more valuable 
jewelry of the establishment. 


Benjamin F. Levy 


Members of the jewelry trade were grieved to learn 
that Benjamin F. Levy, a former well-known watch 
importer had died in the Lawrence Hospital, Bronxville, 
N. Y., April 12. 

He was born in New York sixty years ago and spent 
his entire life in the jewelry and watch business until his 
retirement in 1928. Mr. Levy is survived by a widow, 
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one son and two daughters. Mr. Levy was the last of 
four brothers, all of whom were prominent in the jewelry 
line. 


William De Nyse Perine . 


William De Nyse Perine of Mill Neck, L. I., former 
partner in Dreicer & Co., New York jewelers, died April 
22 of heart disease after a long illness in his apartment 
at the Hotel Sherry-Netherland at the age of 58. He left 
a wife, the former Mary Bennett, and a sister, Mrs. Law. 
rence Perine Deknatel, of this city. 

After his retirement from business in 1917, Mr. Perine 
served with the Red Cross in the World War. Among 
his clubs were the Union League, Metropolitan, Nassay 
Country, St. Cloud Golf of Paris, Royal Italian Yacht 
and Union Interalliee of Paris. He belonged to the Pil- 
grims and the Huguenot Society. 


F. P. Crane 


East Orance, N. J.—Frederic Palmer Crane died 
April 5 at his home here after suffering a heart attack. 

Mr. Crane was born in Newark, Oct. 11, 1863, sox 
of the late Mr. and Mrs. Augustus S. Crane. He was 
credit manager for the Whitehead & Hoag Co., Newark, 
32 years. 


Thomas L. Terry 


BurFraLo, N. Y.—Thomas L. Terry, president and 
treasurer of Thomas L. Terry, Inc., 792 Seneca St., this 
city, died March 24 at his home, 150 Wellington Road, at 
the age of 76 years. Funeral services were held from 
the home with burial in Forest Lawn Cemetery. 

Mr. Terry came to Buffalo from Michigan in 1897. 
He.then established in business at Jefferson Ave. and 
South Division St., moving 12 years later to the present 
site of the store. 

He is survived by his widow, Mrs. Marion Terry. 


Named General Time Inspector for 
Louisville & Nashville R.R. 


NASHVILLE, TENN.—Aaron Bergeda, for many years 
active in the retail jewelry trade at Nashville, and for a 
period of about twenty-five years general time inspector 
for the N. C. and St. L. R. R. and the Tennessee Central 
R. R., has been appointed general time inspector over the 
entire system of the Louisville and Nashville R. R. 

The appointment becomes effective immediately. He 
will have an office at the N. C. and St. L. Building on 
Broadway, Nashville, near the Union station but will also 
be on the road a great deal. 





J. P. Archibald, well known jeweler of Blairsville, Pa., 
has been honored by Governor Pinchot of his state in his 
reappointment on the Bushy Run Battlefield Commission, 
a position he held under appointment of former Governor 
Fisher. Mr. Archibald was appointed by Governor Pin- 
chot, last October, a member of the Board of Trustees 
of the Indiana State Teachers College, so now holds two 
commissions under one governor. 
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Ten Buying Rules That Increased Selling Profits 
(From page 41) 


our new store, as well as glassware, and will try and get 
brides to select not only the silver pattern, but also glass- 
ware and a china pattern which will be sold in open 
stock. We think our gift department brings a great 
many people into the store, most of them from curiosity, 
but we make friends this way which we believe will 
eventually lead to sales. We write to each member of 
the various bridge clubs, and have been quite successful 
in selling them prizes,” said Mr. Hunter. 

“While paying strict attention to the merchandising 
end of the business, this concern has also kept in mind 
that watch and jewelry repairing are also important. 

“We find that people are perfectly willing to pay a 
good price for having their watches repaired. We believe 
we charge from a third to a half more than anyone else in 
town for our work and are always busy. 

“We turn out expert work and find that not price 
but quality is what counts. The average price per job 
is $5 and if customers complain we tell them frankly that 
we propose to give them the kind of work that they want 
but that they must pay for it. A few years ago a great 
many of the watches came in by mail but we find now with 
the good roads throughout this section of the South that 
nearly all of the watches are brought to the store by the 
owners. We put it up to our head watchmaker that he 
must make the department pay and insist that it show a 
profit. In addition to supporting itself, the department 
builds store traffic thus increasing merchandise sales. This 
same rule applies to our optical department located on the 
balcony at the rear of the store. Our watch department, 
however, is right up in the front of the store. 

“We are firm believers in advertising and window dis- 
plays. Our dollar windows have attracted a great deal 
of attention. We usually start using these displays on 
Saturdays and Mondays, about the middle of August, 
showing carefully selected and artistically arranged ar- 
ticles. We take advantage of special events—local, State 
and National—to make our displays timely and, of course, 
at Christmas and during the June graduation season make 
a special effort along this line. We change our window 
displays frequently at all seasons.” 

Back of the success of this store is the vision and energy 
of Mrs. Hunter. She is the daughter of C. A. Schnack, 
who founded the business, and has been associated with 
it practically all her life. She does 95 per cent of the 
buying, is a careful student of style trends and has a 
marvelous memory for merchandise. Study the buying 
tules that she has developed from her experience in a 
retail jewelry store. 

“We have tried to make our store just as practical 
as possible,” said Mr. Hunter, “but it is not so exclusive 
that people are afraid to come in. We have always 
tried to guard against paying the penalty of exclusiveness 
which often drives away trade. While we stress the fine- 
ness and reliability of our merchandise, we try to keep 
from creating in the public mind the impression that our 
store is one of high prices. Our Dollar Windows help 
in this. 

“We find ourselves steadily getting more into the credit 
business here, and believe that this is the only way volume 
can be produced.” 
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! SILVERWARE 











Silver positively cannot 
tarnish in these... 


' Design Patent No. 85613 
U. S. Patent No. 1,791,594 
Other Patents Pending 


, 


The Original arx Only 


ARNISH PROG 


CHEST 











As Advertised in, and Guaranteed by 


Good Housekeeping 








DO NOT CONFUSE 
Silverseal Tarnish Proof Chests which have 


now kept silver from tarnishing for nearly seven 
years on account of Patented Treated Lining 


WITH 


just Anti-Tarnish or Non-Tarnishing Chests 
the lining of which when new is free from sul- 
phur but has NO power to kill the sulphur fumes 
in the air which come into the chest and tarnish 
the silver. 


You had better supply your market before someone 
else does. 


RETAIL $2.00 to $20.00 


Write for catalogue of complete line and prices. 


Associated Silver Lompany 


4452 Ravenswood Ave., Chicago 
E. & A. Gunther Co., Limited 


Brantford, Ontario, Canada 
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Gifts of Silver 
Are Always 
Highly 
Appreciated 


217 E. 38th STREET 


STERLING FOR WEDDINGS 








No. 1091. COFFEE SET 
CAPACITY OF POT 1% PTS. 


CURRIER @& ROBY 


SILVERSMITHS 


Lifetime 
Reminders 


of 
Good-Will 


NEW YORK 











iff Auctioneers 


for the Jeweler. 








Quick Results! 


Cash Realized At Once 
on all your 
Stock—New or Old 


In times like these, jewelers can conduct auction sales 
without jeopardizing their reputations. Present 
economic conditions make your customers realize that 
drastic means are needed to stimulate business. 


Disregard financial conditions in your city. Our 
efficient, 20th century methods will raise cash in- 
stantly at no loss to you—or to the dignity of your 
business. Small stocks receive same attention as large 
ones. All correspondence strictly confidential. 


A FEW OF OUR SALES 





China and Glass 


for Increased Profits 


During the past month we have had many 
inquiries from jewelers in widely separated 
parts of the country, asking for information 
regarding the China and Glass business. 


This clearly shows that progressive mer- 
chants, who are seeking extra turnover and 
greater profits, and who have neglected these 
admirable lines, begin to realize the opportuni- 
ties they have missed and are now seeking to 
get reliable information which will enable them 
to add China and Glassware to their stock with 
profit. 


There are many manufacturers and import- 
ers who are willing to give control of various 


patterns and shapes in different localities, so 


Kimmel Jewelry Co., Buffalo, N. Y..........200e00% $105,000 ; ‘ ‘ ° 
Meyerson Jewelry Co., Jacksonville, Fla........... 90,000 that a jeweler putting them in stock is Sure 
Moyer Jewelry Co., Asbury Park, N. J............. 65,000 that price cutting competitors cannot duplicate 


the wares being offered. 


Jewelers who are interested in increasing 
the possibilities for extra profits (and there 
should be many) will be cheerfully furnished 
with such information as will enable them to 


BERN ARD CO launch out in these lines if they will but write 
ad to us. 


B. Bernard S. W. Hart J. S. Mann 


JEWELRY AUCTIONEERS 
37 W. Market St. 
XQ Wilkes-Barre, Pa. $4 


Henry S. Marshall, Asbury Park, N. J............. 
Total of four sales conducted in four consecutive 
DE 5.6 5555 A 555k bo e555 55S BSW bee eesbee oe $476,000 


WRITE, WIRE OR PHONE 
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“Talking Clock” Answers French Telephone 
Users Who Ask the Time 


A note from Paris says that Eugene Esclangon, direc- 
tor of the Paris Observatory, has invented a talking clock, 
which it is expected will supply a long-felt want for tele- 
graph and telephone exchanges, government and news- 
paper offices, where employees are harassed night and day 
by persons who would learn the time. 

To such inquiries M. Esclangon’s invention automa- 
tically gives the right answer, says the New York Times. 
Using a principle employed in the talking film, he has 
produced a robot chronometer which announces the hour, 
the minute and the second, by day and by night, every 
ten seconds. 

Several of these clocks have been placed on exhibition 
in the lower rooms of the observatory, and M. Esclangon 
has distributed a leaflet to possible subscribers describing 
the merits of his instrument. 

Now, Parisians desiring to know correct time can get 
it by calling up a certain number. The answer is given 
within a few seconds by one of M. Esclangon’s clocks, 
installed either at the observatory or at the postoffice. 





Westchester Jewelers Hear Talk on Survey of 
Distribution 


Leroy M. Campbell, president of the New York State 
Retail Jewelers’ Association, addressed the members of 
the Westchester County Retail Jewelers’ Association at 
their monthly meeting, held April 5 at the Knolls, Mount 


Vernon. A large attendance came for the dinner meeting, 
including delegations from the Metropolitan, Brooklyn 
and Bronx groups of New York city. National Secretary 
Charles T.. Evans was present, Samuel Feldman, state 
vice-president, and William G. McDougal, treasurer of 
the Jewelers Association of New York. 

Mr. Campbell talked on the Survey of Jewelry Distri- 
bution made by the Department of Commerce in cooper- 
ation with the A. N. R. J. A. He illustrated his address 
with graphic charts prepared by the department which 
brought home the salient points of the survey. 

Wilson Streeter, president of the Westchester organi- 
zation, reported on the mass tax meeting of the trade held 
April 5 at the National Jewelers Board of Trade offices, 
and urged all the members to write personal letters to 
their congressmen opposing the measure. 

Mr. McDougal told a couple of his famous Scottish 
anecdotes and Mr. Feldman read a poem entitled ‘“Cour- 
age,’ which was very apropos, considering the general 
feeling resulting from the proposed tax. 





Jersey City Auction Ordinance 

Jersey City.—This city has passed an ordinance to 
control jewelry auctions. The auction sale ordinance pro- 
vides that all auctioneers shall be licensed and that the 
fee for such license shall be $100 per year; the year to be 
from July 1 to July 1. It is also provided that each 
auctioneer shall provide a surety bond of $5,000. Appli- 
cants for a license must be citizens. Another provision 


- is that only a red flag or a sign can be used to mark the 


place of the sale. 
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-.. A. P. W. STERLING ... 


. The high quality of our product 
maintains the quality and the 
quantity of your production. 

7 Uniformly annealed 
Thoroughly fireless 

Excellent for spinning 

Easily polished to a high finish 
Takes solder readily. 


-/. Ae FP... See 2 


deserves a trial in your production. 
What better time to send a trial 
order than right now? 


NEWARK, N J. 





SILVER 





The AMERICAN PLATINUM WORKS 
N. J. R. R. AVE. AT OLIVER STREET 


: SILVER 


! Pure Silver Anodes 
in All Sizes. 


| SILVER 
! Sterling Sheet, Plate, 
Circles, Wire. 


SILVER 


Solder in All Forms 
and Grades. 











[A.P.W.] 
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Hawkes 
French Dressing 


= 


~~ Bottle 


For Spring 
Salad Days 


This crystal bottle 
an exquisite table ac- 
cessory answers the 
need for a practical 
— simple — French 
Dressing Bottle, 
that makes mixing a 
delight, but also as- 
sures the hostess of 
a perfect receipt, 
with the mixture re- 
maining fresh until 
used. 








Protected under Patent 
No. 1,188,172 


PRICES NET 


With Glass Stoppers 
$1.25 to $1.75 each. 
With Silver Stoppers 
$2.25 to $2.50 each. 


An Ideal Gift 


Women appreciate its usefulness and 
select it for their own use—for gifts and 
for prizes. 

The Hawkes French Dressing Bottle 
offers a quick moving article on which 
you will have no competition as it is 
fully protected by patents and sold ex- 
clusively in stores of your own class. 

Order an assortment and feature them 
as a gift item for Mother’s Day, May 
8th. 


T. G. HAWKES & CO. 
CORNING NEW YORK 


Makers of Rock Crystal Glassware for Over Half Century 


™ 


HAWKES 


Pacific Coast Office 
643 South Olive St. 
Los Angeles, Cal. 


New York Office 
542 Fifth Avenue 











» 
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* 
Outstanding! 
in the Jewelry trade for 
more than 67 years! 
Your oldest customers know CANDO—and trust it. For 


three-score years and seven, it has kept the famil P 
spick, span and beautiful! ” ’ ily silver 


CANDO 
Silver Polish 


is still the accepted stand- 
ard of quality. It produces 
better, more lasting results 
with less labor. 


Why try to sell your cus- 
tomers something else when 
they are already ‘sold’ on 
CANDO? 


CANDO Liquid Pewter Polish 


is especially prepared for the finest pewter, nickel-plated ware, 
china and glass. A worthy companion to Cando Silver Polish that 
sells and repeats. 


Write for Samples Private Brand Polish 


Cando quality in attractive jar with smart, modernistic labels 
bearing your own name. 


THE CANDO CORPORATION 


Cambridge, Massachusetts 





f 





Beautifully designed crystal candelabra in the 
Waterford pattern are now being manufactured, 
imported and stocked exclusively by 


F. PAVEL & CQ. 
15 West 37th Street 
New York, N. Y. 


Representatives 


J. W. Bakster, Inc., Suite 1509, Merchandise Mart, Chicago, III. 
W. F. R. Turner, 437 So. Kenmore Ave., Los Angeles, Cal. 


SEND FOR OUR NEW ILLUSTRATED LEAFLET 
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Three of the four window dis- 
plays used by Wm. Lambrecht 
& Son in promoting the essay 





contest on “The Wonders of an 
American Watch,” which at- 
tracted many visitors to the store 


ssay Contest Promotes Watch 


Sales and Builds Good Will 


A plan to increase 
the interest of school boys and girls in American watches 
and to build business and good will has just been success- 
fully carried out by Wm. Lambrecht & Son, jewelers at 
1958 Milwaukee Ave., Chicago. 

A 200 word theme contest was arranged on the sub- 
ject “The Wonders of an American Watch.” Elgin 
watches engraved with the winners’ names were offered 
to the boy and girl who wrote the best themes and small 
hour glass gold medals marked “Honorable Mention” 
and individually initialed were given to about 30 con- 
testants. 

Preliminary to the contest, the Lambrecht house ran 
four window displays on time and watches which the 
contestants were asked to study before submitting the 
theme. The first was on Hamilton watches, the second, 
on Elgin and the third on Illinois, while the fourth was 
on antique watches and clocks. 

In submitting the theme, the contestant gave his name, 
address, school, class, age and the word “boy” or “girl” 
and all entries were turned in to the teacher on or before 
April 2. The winning themes were exhibited in Wm. 
Lambrecht & Son’s windows one week later. 

Over 150 essays came from school children. The 
teacher eliminated some and about 40 were submitted to 
the judges. 

Rules of the contest were printed and distributed to 
the school children. ‘The contest was confined entirely 
to the pupils of a number of parochial schools in the 
store’s selling territory. This limitation was made neces- 
sary because of a ruling of the School Board that no 
advertising contest be permitted in the public schools. 

The judges took into consideration the difference in 
the age and grade of each contestant. ‘The themes were 
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This essay contest drew public attention to the 
Lambrecht store, increased interest in American 
watches and paved a path to future sales. 











written on one side of the paper and neatness, punctua- 
tion, spelling and originality were counted. The judges 
were appointed by Wm. Lambrecht & Son, and their 
decision was final. They were Stanly McKeon of the 
Stein & Ellbogen Co. and R. Samuels of the Blue Bird 
Diamond Syndicate. 


This contest attracted 


many people who probably were not familiar with our 
institution and whereas the immediate sales were small, 
we feel that the contracts we made were of such a nature 
that future sales will follow,” said Wm. Lambrecht, Jr. 

“A similar contest in smaller towns, where a jeweler 
can get the cooperation of the entire educational system 
would, of course, be more successful. We feel, however, 
that under the circumstances Lambrechts was made 
known to a large number of people, both pupils and 
their parents at a cost which was nominal and we are 
well satisfied with the results accomplish,” he added. 

Edward Gira, Weber High School, won first prize 
for boys and Helen Steinmiller, Sixth Grade, St. Mar- 
garet Mary School, was awarded first prize for girls. 

Stein & Ellbogen, Chicago wholesale jewelers, assisted 
Wm. Lambrecht & Son in planning and conducting the 
contest and in arranging the displays. 








68 THE JEWELERS’ CIRCULAR May, 1939 











PRACTICAL WEDDING GIFTS— 





| In this age of Economy—Brides will appreciate something serviceably ornamental. 
China and glassware are as useful as they are decorative. Open-stock patterns once 


sold become constantly recurring business. 





A Complete Assortment on Hand for Immediate Delivery. 
PAUL A. STRAUB @ CO. | 
105-107 FIFTH AVE. AT 18TH STREET. NEW YORK 
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EASY MONEY? 


Other dealers are 


making it with ’ 
TUNES 


THERM-O-CLOCK 
FINE WRITING PAPERS 


FOR THE JEWELER 





OU are missing some of the 
easiest sales and easiest —— 
profits you've ever known, if z 
ycu haven't got this small display stand of Therm-O- Clocks on your Z. & W. M. CRANE 
ccunter. They're “selling like hot- -cakes” wherever they are shown— INCORPORATED 
ard right now you should be getting your share. 


Therm-O-Clock is the new accurate thermometer that everybody wants 
Its new in principle and new in beauty and comes in a wide selection 
of colorful plastic cases, 336” high x 2%” wide. No glass to break—no 
ccil—no liquid—nothing to get out of order. For home and office. 
Ideal for bridge party prizes, etc. 





M st jobbers carry them. See yours or write direct for literature. 


Send $1.00 for sample. DALTON, MASSACHUSETTS 


THE THERM-O-CLOCK COMPANY NEW YORK SALES ROOM, ONE PARK AVENUE 
309 SOUTH FOUNTAIN AVENUE e*e SPRINGFIELD, OHIO 


Just SHOW IT AND IT SELLS 























MERCHANDISE MARKET 


Saart Bros. Co. Adds New Silverware Pattern to Its Line 


Saart Bros. Co., silversmiths, Attleboro, Mass., has added a 
new pattern in sterling known as the Sylvan pattern to its 
line. The Sylvan pattern is simple in design combining an 
artistic blending of old and new and has already attracted 
much attention since it appeals to discriminating taste and is 
a fine addition to the other patterns produced by this well 


known company. 


Three New Silverware Designs Exhibited by 
Towle Mfg. Co. 


An informal exhibition of three additional new patterns 
created by the Towle Mfg. Co., Newburyport, Mass., was re- 
cently concluded at the factory. The new creations are “The 
Old Brocade,” “King Richard” and “The Craftsman.” The 
salesmen made a study of the new patterns, and the execu- 
tives held a conference on them. There were many visitors 
during the exhibit. 


Ingersoll Price Move Step Toward Prosperity 


“We regard our recent Ingersoll price move as the sort of 
step, which if adopted by a good percentage of manufacurers, 
would speedily and surely bring back prosperity,” declared 
William H. White, president of the Waterbury Clock Co., com- 
menting on the recent price reductions on the whole line of 
Ingersoll watches. 

“The reason we brought the famous Yankee back to its orig- 
inal dollar price, marked the Climax wrist watch at a new 
low of $2.50 and reduced prices on all the other numbers in 
our line was, of course, to speed up our sales,’ Mr. White 


continued. “Naturally, when our sales increase it results in 
more people employed in making watches and creates more 
purchasing power in the city of Waterbury for other manu- 
facturers’ products. Now if a manufacturer in the next town 
makes the same move, reduces prices, compels people to buy 
because the greater values are so self-evident and thus in- 
creases his sales and manufacturing activity, he helps to bring 
back prosperity for his town. 


Burroughs Adding Machine Co. Introduces New 
Standard Typewriter 


A new standard typewriter that contains a number of ex- 
clusive features has just been announced by the Burroughs 
Adding Machine Co., Detroit, Mich. The new machine is of 
distinctive appearance and pleasing design. It is finished in 
black enamel with black crystal panels at sides and back, and 
chromium plated fittings. The mechanism of the machine is 
almost completely enclosed, a feature that protects it from dust. 
It is of sturdy construction throughout, benefiting from the 
precision-manufacturing methods developed by this company 
for other types of office machines. 


New Silverware Pattern Now on Market 


The Guild pattern, introduced by Wm. Rogers Mfg. Co. 
(International Sales Co. successor), has an especial appeal to 
homemakers for, as its name implies, it is created on the old 
principles of fine craftsmanship. It possesses all the qualities 
of careful workmanship of the guild silversmiths in the middle 
ages worked out in tune with the ideals and needs of today. 
The graceful lines terminating in leaves lend dignity to the 

(Turn to page 87) 











No. D3080. ELECTRIC LAMP 1 Light 


Height over all, 1514 inches. 
Marble Base, Engraved Crystal Glass Fount. 
Crystal Cut Glass Pillar, Crystal Pendants. 
Crystal Cut Glass Frosted Shade. 





THE PAIRPOINT 
CORPORATION 


New Bedford, Mass. 


43-47 West 23rd St. - - - - New York City 


150 Post St. - - - = + «+ «+ San Francisco 


Manufacturers of: 


CRYSTAL and COLORED 
GLASSWARE 


SILVER-PLATED 
HOLLOWWARE 


PEWTER 


PRIZE CUPS—TROPHIES 
' FINE ARTS—LAMPS 
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Write today for full details to ONEIDA COMMUNITY, Ltd., Oneida, New York 


COMMUNITY PLATE 


oe OS Mp 270 Derign _ Vaithorilay- 


Again Community leads, with 


COMMUNITY CHINA | 


at greatly reduced prices 


Inaugurating a new era in jewelry store selling, Community 
China— designed to match Community Plate —is now brought 
into a new and larger sales market for the jeweler—by a 
sweeping reduction in prices. 
° a 
Dinner Plates, $5.00 the Set of Six 


Complete Services for Six, as low as $29.50 
Service for Eight — 67 Pieces — the Biggest Selling Set 
Formerly $69.50, Now $49.75 


In the Noblesse, Noblesse Floral, Deauville and Grosvenor Designs 
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BP ichwest Jewelers Merchandising Clinic 





Guild Members Meet at Kansas City, Mo., April 17 and 18—St. 
Elmo Lewis Directs Discussions—Officers and District Directors 
Elected 





Kansas City, Mo.—In the closing ses- 
sion of the two day merchandising clinic 
of the Midwest Jewelers Guild held at 
the Muelbach Hotel April 17 and 18, the 
general expression was that the meeting 
had been profitable. The attendance was 
not large but representative jewelers from 
Missouri, Kansas, Nebraska and Colo- 
rado were present. 


The clinic under the auspices of the 
Guild was conducted in a very efficient 
manner under the direction of E. St. 
Elmo Lewis, Philadelphia. The meeting 
was called to order promptly at 10 o’clock 
Sunday morning with approximately 50 
present. Mr. Lewis briefly stated the 
purposes of the meeting and then pro- 
ceeded to discuss the fundamentals of 
business operation which he said would 
apply in the discussion and solution of 
the 60 preblems listed on the program for 
discussion and solution. 


At the conclusion of this talk he took 
up the questions in order and called upon 
jewelers to give their experiences and 
knowledge of the questions which were 
under discussion. 


Many of the problems are those which 
have confronted the jeweler for years. 
Chief among these, perhaps, were those 
of the “Industrial Jobber” and the retail- 
ing wholesaler. No solutions of these 
problems were offered, but two methods 
of combatting them were suggested, that 
of bringing to the attention of higher offi- 
cials in the industries using the catalogs 
of industrial jobbers and pointing out to 
manufacturers in the jewelry industry the 
injustice and damaging effect upon the 
industry of furnishing inserts and mer- 
chandise to these houses. 


An interesting survey on repair depart- 
ments was presented Sunday morning. 
Secretary Sands sent questionnaires to 900 
jewelers of the territory and while a com- 
plete analysis of these figures had not 
been made, some very interesting results 
were presented. After a complete analy- 
sis has been made, the results will be 
mailed to the jewelers affiliated with the 
Guild. One discouraging result was that 
nearly 70 per cent of those reporting 
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stated that on watch repairing an unquali- 
fied guarantee of one year is given. 

If the attitude of those attending this 
meeting is any criterion of the general 
attitude, it behooves the manufacturer 
to give more consideration to the dealer 
in the preparation of advertising matter 
he sends the retailer to be distributed. It 
seemed to be the general opinion that a 
mere imprint of the dealers name is not 
sufficient and that the manufacturer 
should provide for some institutional ad- 
vertising for the dealer. any stated 
they do not send out these folders and 
circulars because their store is so insig- 
nificantly represented. 

In discussing the “July Jewelry Sales” 
it developed that very little has been done 
in this section. Of those present only five 
have put on the sale and not one gave a 
favorable report. Many successful sales 
were reported but each had been held at 
a time which was most opportune in his 
community. 

In conclusion of the program Mr. Lewis 
gave a resume of the four sessions and 
reviewed briefly the results of the meet- 
ing. 

President Frank Bangs then took charge 
of the meeting and introduced Howard 
Schaeffer, vice-president of the Elgin 
National Watch Co., and asked him to 
say a few words. Mr. Schaeffer reviewed 
conditions and presented the policies of 
the company he represents in a manner 
that brought manifest approval of those 
present. 

President Bangs then asked for the re- 
port of the nominating committee and 
their report was unanimously adopted, 
resulting in the election of these officers: 
President, Frank Bangs, Salina, Kan.; 
vice-president, W. J. Breckinridge, Hast- 
ings, Neb.;  secretary-treasurer, Fred 
Sands, Kansas City, Mo. 

District directors: 1. C. E. Carlstrom, 
Marshall, Mo.; 2. Moe Fayman, Spring- 
field, Mo.; 4. J. C. Duffendack, Bartles- 
ville, Okla.; 5. Walter C. Dean, Okla- 
homa City, Okla.; 6. Leonard G. Fort, 
Emporia, Kan.; 7. Herman J. Tholen, 
Hays, Kan.; 8. W. J. Garnér, Lincoln, 
Neb.; 9. Edward J. Fanske, Pierce, Neb. 
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Kansas Retail Jewelers’ 
Select Leaders 


Kansas City, Mo.—Members of the 
Kansas Retail Jewelers’ Association met 
here April 18 at noon and elected officers 
and made preparations for work during 
the ensuing year. Like the Missouri or- 
ganization, the call for the annual meet- 
ing of the Kansas Association was called 
in connection with the merchandising 
clinic of the Midwest Jewelers Guild held 
here April 17 and 18. 

Resolutions were adopted condemning 
the practices of retailing wholesalers and 
so-called industrial wholesalers, and also 
endorsing the fight for an equitable tax 
on the industry, urging all Kansas jewel- 
ers to use every effort to bring about the 
defeat of the proposed 10 per cent tax. 

Officers elected for the ensuing year 
are: President, L. G. Fort, Emporia; vice- 
president, N. R. Daugherty, Newton; sec- 
retary-treasurer, Robert C. Smith, Man- 
hattan. 


Missouri Retail Jewelers’ Name 
Officers 


Kansas City, Mo—At a_ luncheon 
meeting April 18 at the Muelbach Hotel, 
where the Midwest Jewelers Guild held 
a two day Merchandising Clinic, mem- 
bers of the Missouri Retail Jewelers’ As- 
sociation transacted routine business for 
the organization and elected officers for 
the ensuing year. 

The newly elected president and secre- 
tary were given full authority and in- 
structed to act for the organization in 
giving aid to the efforts of the jewelry 
industry to secure an equitable Federal 
tax. 

Officers elected were: President, Fred 
Pilcher, Mexico; vice-president, H. G. 
Butterfield, Joplin; secretary-treasurer, 
Fred Sands, Kansas City. 

Directors are George Porth and Phil 
Dahlmeyer, Jefferson City; A. R. Whor- 
ton, Aurora; W. G. Drosten, St. Louis; 
Anderson Blanton, Paris; Charles Tie- 
man, California; Herman Mauch and 
Oliver Salle, St. Louis. 


Prices of Silver Bars 


U.S. 
Government New 
London Assay-Sell- York 


Date Official ing Price Official 
March 28....... Holiday . 32 29% 
Ae: 820565558 17% 31% 29% 
pS a) Pree eer 1634 30% 28% 
Agee + 19s. 265 8 164 30% 28% 
Agult . Wick cee 17 30% 28% 








Texas-Louisiana Jewelers’ Convention 





Addresses and Discussions Features of Interesting Program at 
Gathering at Dallas, April 18 and 19 





Da.ias, Tex.—Dallas, the permanent 
meeting place for the Texas-Louisiana 
Retail Jewelers’ Association, was host 
city to leading jewelers of the two states 
at the annual convention Monday and 
Tuesday, April 18 and 19, with conven- 
tion headquarters at the Baker Hotel. 

J. A. McKinnon, Austin, was elected 
president of the association at the clos- 
ing session Tuesday afternoon, succeeding 
A. E. Gordon, Shreveport. Other officers 
for next year include E. J. Palm, Austin, 
secretary; H. V. Halton, Fort Worth, 
first vice-president, and J. C. Anderson, 
Lubbock, second vice-president. Direc- 
tors are Sam Stripling, Nacogdoches; 
Arnold Bailey, Dallas; I. J. C. Holland, 
San Angelo; W. M. McCray, Denton, 
and Retiring-President Gordon. 

Opposition to the 10 per cent jewelry 
tax bill, now pending, which was de- 
scribed by speakers during the meeting 
as “discriminatory” was expressed in a 
resolution which was passed and in a 
telegram sent to Texas State Senator Tom 
Connolly, asking him to use his influence 
to prevent the senate from passing the 
bill. 

In discussing the bill, the jewelers con- 
tended that 90 per cent of the jewelry 
sold currently, including principally wed- 
ding and engagement rings, timepieces, 
and some wedding gift silver, is not a 





luxury, but a necessity. Members attend- 
ing the convention expressed no opposi- 
tion to a general sales tax, taking vir- 
tually all lines of business in its inclusion. 

A resolution was also passed against 
“the wholesale retailer,’ against whom a 
fight of several years’ duration has been 
carried on. Criticism of “grading down” 
jewelry, including selling of lighter silver 
for lower prices was also expressed. 

Elmo B. Roper, representative of the 
Traub Mfg. Co., Detroit, pointed out 
that the practice of price cutting results 
in loss of confidence from the banker and 
from the customer and indicates errone- 
ously to legislators that an enormous 
profit had previously been made at the 
regular prices. 

A paper by Fred G. Gruen of the 


Gruen Watch Co., Cincinnati, stressing’ 


the need for better planning, more efh- 
cient salespeople, continued high grade 
merchandise, was read by Arnold Bailey, 
Dallas. Another talk on ‘“Merchandis- 
ing Today” was made by H. W. Stanley 
of the Dallas Chamber of Commerce. 

Other speakers included Clifton Linz, 
Dallas; Lloyd Laflin, assistant sales man- 
ager of the Elgin National Watch Co., 
Chicago, I. J. C. Holland of San Angelo, 
Robert Shipley, Los Angeles, Cal., and 
Harold Young, of the department of 
Commerce, Dallas. 








New York Diamond Merchant Robbed 


Louis Kava, of the Kava Diamond Co., 
Inc., 6 Maiden Lane, New York, was held 
up and robbed by two bandits of $15,000 
in gems in a hallway at 275 Water St., 
on April 15. 

The police, hearing his cries, arrived 
soon after the thugs had left. He told 
them that one of his assailants carried a 
pistol and that the other evidently knew 
exactly in which pocket he carried the 
diamonds. 

The loss was covered by insurance. 


Local New York Groups Devote April 
Meetings to Tax Problem 


The Brooklyn, Bronx and Metropolitan 
Retail Jewelers’ Associations are devot- 
ing their energies to awaking the retail 
jewelers of New York to the importance 
of individual protests against the 10 per 
cent excise tax on jewelry manufactures 
now being considered in the Senate. 

The Brooklyn meeting, held April 14, 
was spent in an interchange of ideas as 
to the tax and many letters which the 
members had written to their senators 
and representatives were read. Phineas 
Peters, president, read a letter which he 
had sent to the Massachusetts convention 
which was in session at the time the tax 
was first proposed. 

The Bronx jewelers had a turn-out of 





50 members at their meeting at the Bronx 
Winter Garden, April 82. Wilson Street- 
er, chairman of the Legislative Commit- 
tee of the A.N.R.J.A., addressed the gath- 
ering, describing the tax in detail. 


Start Crack Train “by the Stars” 


Cuicaco.—Nation-wide attention was 
drawn on April 24 to the importance of 
Time, its place in the scheme of things 
and to fine watches in general, with a 
novel hook-up to publicize the Twentieth 
Century Limited on its initial 18-hour run 
of a new schedule between Chicago and 
New York. 


The train, known throughout the world 
as America’s finest and also as the train 
which never is late, was _ practically 
“started by the stars.” Direct wires from 
the Elgin Observatory of the Elgin Na- 
tional Watch Co. where star-controlled 
time is kept to two 1,000ths of a second 
by Prof. Frank Urie, astronomer and 
scientist, carried accurate second-by-sec- 
ond impulses to a penetrating red light 
beam in the La Salle Street station in Chi- 
cago. For one half-hour the seconds were 
ticked off with this red light until at 1.30, 
Central Standard time, a green light 
flashed into the face of Mayor Anton J. 
Cermak, and the throttle on the crack 
train was pulled. 

“Miss Elgin,’ a beauty prize winner 
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representing the city, was the official 
timer on the train. 

Miss Elgin, who, in private life js Miss 
Ruth Weddon, also had the task of Carry. 
ing to Honorable James J. Walker, New 
York City’s famous mayor who is known 
for his tardiness, a fine watch as a pres. 
ent from Honorable M. M. Lehman 
mayor of Elgin. : 


Joseph Jessop 


San Digco, CAL.—Joseph Jessop, 82, 
pioneer jeweler and head of the Jessop 
& Sons jewelry store, died at his 
Coronado home April 16. 

Prior to injuries received a year ago 
in an auto accident, Mr. Jessop had been 
actively in charge of the business, which 
he established here 43 years ago, 

He is survived by four daughters, Mrs, 
F. T. Scripps, Mrs. A. E. Holloway, 
Mrs. H. E. Anderson, all of San Diego, 
and Mrs. F. C. Sherman of Washington, 
D. C., and five sons, Armand, Alonzo, 
Richard, George and Joseph Jessop, all 
engaged in the business pioneered by 
Mr. Jessop. ; 

Prior to coming to San Diego, Mr, 
Jessop had been engaged in the jewelry 
business for many years at Huddles- 
field, England, where he was born. Ill 
health brought him to San Diego, where 
he immediately launched the business, 
destined to prove so successful. 


Millard F. Davis 


WicminctTon, Det.—Millard F. Davis, 
prominent jeweler of this city, died in 
the Delaware Hospital at the age of 73 
years. His health had _ been failing 
gradually for some time. 

Mr. Davis started in the trade as an 
apprentice with J. C. Massey; at his 
death he was the owner of largest build- 
ing in Delaware devoted entirely to the 
jewelry business. 

He was born in Lancaster, Pa., coming 
to Wilmington with his family at. an 
early age where he engaged in business. 

Besides his son, he is survived by two 
daughters and a number of grand- 
children. 


William J. Royal 


William J. Royal, for the past Il 
years New York representative of the 
Illinois Watch Case Co., died suddenly 
March 31 at his home, 25 East 193rd 
St., The Bronx, New York, as the result 
of a heart attack. He was 48 years old. 
Funeral was held April 2 from Cook's 
Funeral Parlors with interment in Fert- 
cliff Cemetery, Hartsdale, N. Y. 

Mr. Royal was born in Baltimore o0 
Aug. 8, 1884 He came to Newark, 
N. J., as a child. His first association 
with the jewelry trade was with the 
Crescent Watch Case Co., which in 1912 
consolidated with the Keystone Watch 
Case Co. He remained with that com 
cern until 1922, then going with the Il- 
linois Watch Case Co. 

He is survived by his widow, and two 
daughters, Edith and Myra. 
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Kingston, N. Y., Jewelers Organize 


The lecture tour made recently by L. 
M. Campbell, president of the New York 
State Retail Jewelers’ Association, has 
been productive of good results as far 
as association work is concerned. Mr. 
Campbell visited Kingston, N. ¥.. on 
April 7, giving his address on the Sur- 
vey of Jewelry Distribution, and then 
and there the jewelers of that city got 
together and formed a group to be 
known as the Kingston Jewelers Asso- 
to meet at least once every three 


jation 
“ Selig Oppenheimer was elected 


months. 
president. 





New York Trade Watchmakers 
Revive Old Organization 


The Greater New York Trade Watch- 
makers Association, which was first or- 
ganized in 1918, but which lapsed into 
inactivity during the prosperous years of 
1924 to 1929, gained a new lease on life 
last month as the result of three mass 
meetings of trade watchmakers of the 
downtown east side section. 


The first meeting, held March 30, led - 


to a resolve to reorganize the old group 
and reelect officers. The purpose of this 
move was to raise the general morale 
and standards of workmanship among 
the watchmakers of the city and to see 
what can be done for the general better- 
ment of that group of craftsmen. 


At the second meeting, held April 6, 
temporary officers were elected, and on 
April 18, at Pearl’s Mansion, 98 Forsyth 
St. the final leaders were chosen for- 
mally. Those elected to serve for a 
term of one year are the following: 
President, M. Lanford, 133 Canal St.; 
secretary, I. Gottlieb, 69 Chrystie St., 
and treasurer, M. Cohen, 79 Chrystie St. 

At the meeting it was urged that all 
watchmakers, throughout New York and 
vicinity, become members of the organ- 
ization, so that a strong body will final- 
ly be established to work for the good 
of the industry. 


Brisk Diamond Buying in London 
Market as South African Mines 
Close Down 


Lonpon, April 15.—The closing of the 
South African diamond mines, pro tem, 
has coincided with a decided revival in 
diamond buying here which is confound- 
ing that section of the public press which 
sought to foster the idea that diamonds 
are being held back in such quantities 
that it would be only a matter of time 
before prices would break. Fantastic 
stories of the millions of dollars’ worth 
of rough stones “choking” the vaults of 
the Diamond Corporation (thereby mak- 
ing it imperative to cease all further 
diamond production) have been dished 
up for consumption by the credulous. 
But the “bear” drive has misfired and 
the public is not hoodwinked. 

What actually is happening is that de- 
mands for certain kinds of diamonds by 
local and foreign buyers cannot be met 
owing to a shortage of these classes of 
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gems and the tendency is for diamond 
values to rise. In European diamond 
circles the decision of De Beers and 
others to close down on diamond pro- 
duction, temporarily, was considered a 
sensible one. The policy seems already 
to be bearing sound fruit. 


So far as the United Kingdom is con- 
cerned the marked increase in demands 
since the Easter recess is being main- 
tained at a most pleasing level. It is 
only the shortage in the grades and sizes 
mostly desired that is stopping the vol- 
ume of business from expanding sub- 
stantially. The closing of the diamond 
mines is having its repercussion in the 
cutting industry. The difficulty experi- 
enced by the cutter in getting from the 
Syndicate at the right prices sufficient 
rough to allow him even the smallest 
margin of profit after polishing has in- 
creased. Hatton Garden says this was 
foreseen as soon as the decision to stop 
diamond production for the time being 
was announced. 


According to houses like Backes & 
Strauss the improvement of general 
trade in Britain is being reflected in 
the added interest shown in all luxury 
articles. The turn in the tide became 
pronounced early in April. The dia- 
mond market, this -firm says, is decided- 
ly bare of fairly sound mélées and smalls 
at attractive prices, and larger sizes in 
slightly piqué goods are noticeably firmer 
in price. 

Although prices of emerald cuts of 
three carats and upwards show no signs 
of diminution the popularity of these 
goods continues as indicated by the num- 
ber of inquiries coming forward. 


As regards the retail trade it is pleas- 
ing to record, a decided note of renewed 
activity, both in the metroplis and the 
provinces. 


Jewelry Design Class at Mechanics 
Institute 


The 1931-1932 term of the class in 
jewelry design at the Mechanics Insti- 
tute came to an end last month with the 
exhibition of the students’ work held 
April 13 and 14 in the class rooms at 
20 W. 44th St., New York. 

Six prizes were awarded to the stu- 
dents, on the basis of individual achieve- 
ment during the year’s work. The win- 
ners were: Joseph Maranzani, of Jersey 
City, not employed, first prize; William 
Laufer, with Dinhoffer Bros., Inc., 150 
Lafayette St., second prize, and Joseph 
Ziella, with the W. J. Harber Co., Inc., 
516 Fifth Ave., third prize. Max Koener, 
with Shiman Bros. & Co., Inc., 234 W. 
39th St., received first Honorable Men- 
tion, A. Peitl, with G. D. Sullivan, 62 
W. 47th St., second, and George Mar- 
tinek, third. 

A number of leading manufacturers 
visited the exhibition and the comments 
were highly complimentary. 

The prizes were contributed by THE 
JEWELERS’ CirRcULAR, and included six 
books and three subscriptions to this 
journal. 

The class is divided in two divisions, 


73 





the advanced students and the begin- 
ners. It meets every Friday night from 
7 p. m. to 9.30 for instruction by C. A. 
Jakobb, well-known designer in the trade, 
under whose supervision the work is 
carried on. Mr. Jakobb is assisted by 
William Sherwood. When this year’s 
semester came to a close there were 35 
students in attendance. All of these 
boys have registered for the class next 
fall which opens on Oct. 1. Registrations 
will be open all summer, until the fall 
term begins and for some time after. 

The graduation exercises of the school 
were held at the Town Hall, the evening 
of April 15. Magnus W. Alexander, 
president of the National Industrial 
Conference Board, addressed the grad- 
uates. | 


24-Karat Club Beefsteak Dinner 


Predictions that the annual beefsteak 
dinner of the Jewelers 24 Karat Club of 
New York would be fully up to the stand- 
ard established by the leading social or- 
ganizations in the Metropolitan jewelry 
trade were realized Tuesday evening, 
April 41, at the Hotel Warwick, 54th St., 
near Sixth Ave., where over 100 members 
assembled for the big event. The fact that 
the usual mid-winter banquet was not held 
this year gave added zest to the reunion 
of the club members. 


From the time of the first arrivals until 
the last feature on the entertainment pro- 
gram had become history, the program 
moved along with the snap and vim so 
characteristic of 24 Karat Club affairs. 
During the social hour preceding the din- 
ner announcement, old friendships were 
renewed and a tempting buffet service pa- 
tronized. 

With the opening of the dining room 
the jewelers found places at the tables, a 
special one being reserved for officers and 
ex-presidents of the club. When every- 
body had been supplied with paper caps 
and aprons, the orchestra swung into ac- 
tion and the feast was on. 


President Charles Sommer gave a brief 
address of welcome and announced that 
the annual outing of the club will be held 
as usual this year. Jacob Mehrlust, vice- 
president of the club, was named as chair- 
man of the outing committee which in- 
cludes the following: A. L. Brown, C. W. 
Dingee, Walter Kahn, A. O. Osterwald, 
Sigmund Cohn, E. B. Donaldson, Albert 
Krolik, F. T. Sloan. 


It was also announced that plans were 
being formulated for the 1933 banquet and 
the following committee was named: G. H. 
Niemeyer, chairman; Charles H. Conant, 
Harry P. Dickinson, Walter Eitelbach, 
Julius Kaufman, Clifford Lamont, Arthur 
Reichman and Leo Wormser. 


Following the dinner a fine program of 
entertainment, fully up to the 24 Karat 
Club standard, occupied the attention of 
the jewelers. Dancing and singing girls, 
topliners from the popular musical revues, 
and an accomplished hypnotist appeared. 

Frederick A. Croselmire, chairman of 
the beefsteak committee, was assisted by 
Eugene T. Abbott and Robert Quayle. 
One hundred and seven members and 
club guests attended the dinner. 








Nebraska Retail Jewelers in Annual 
Session at Omaha 


Omanua, Nes.—Nebraska jewelers are 
against a 10 per cent sales tax on jewelry. 
They said so most emphatically in a reso- 
lution adopted at the close of the two-day’s 
convention of the Nebraska Retail Jewel- 
ers’ Association held here April 13 and 14. 

The convention opened with a luncheon 
at the Hotel Fontenelle, Wednesday, April 
3. 

H. F. Stecher of Milwaukee was one of 
the principal speakers. The Gorham Co. 
sponsored the showing of a motion picture. 
J. R. Cain, Jr., vice-president of The 
Omaha National Bank, spoke at one of the 
luncheons. 

Robert A. Meyer, Grand Island, was 
elected president. He succeeds T. L. 
Combs, Omaha, who had served three suc- 
cessive terms. Harry Wolf, Nebraska 
City, was elected vice-president, and J. R. 
Hendrickson, Omaha, was elected secre- 
tary-treasurer. The executive committee 
will include the officers, together with 
T. L. Combs, Omaha; Glenn Auble, Ord, 
Neb., and C. A. Tucker, Lincoln, Neb. 


Jewelry Trade Club Opens New 
Headquarters 


The new quarters of the Jewelry Trade 
Club at the top of the Brentano Bldg., at 
1 W. 47th St., New York, were opened 
most auspiciously Monday evening, April 
11, with a formal banquet at which the 
guest of honor was Manhattan’s Borough 
President, Samuel Levy, while addresses 
were made by Sigmund Cohn, president of 
the National Jewelers Board of Trade, 
Charles W. Sommer, president of the 
Jewelers 24 Karat Club, and T. Edgar 
Willson, Editor of THe JEWELERS’ Cir- 
CULAR, as well as the president of the club, 
Leonard S. Katz and Toastmaster Larry 
Saunders. 

The success of the Jewelry Trade Club 
since its formation, three years ago, has 
been remarkable. Starting almost at the 
beginning of the depression with a mem- 
bership of 29, it has developed until, with 
a membership of 110, it outgrew its old 
quarters at 20 W. 47th St., and moved to 
the beautiful suite of rooms that comprises 
the pent house on the Brentano Bldg. This, 
the first dining club that has ever suc- 
ceeded in the jewelry trade of New York, 
has become a social organization for the 
younger element in the uptown jewelry 
district that is not only thoroughly appre- 
ciated by its members but has been the 
center of social interest that has brought 
a new feeling of companionship and fra- 
ternity among erstwhile competitors. 

The move to the new quarters has been 
looked forward to with interest by all, but 
even the most optimistic were both sur- 
prised and pleased at the beautiful dining, 
reception and lounging rooms which wel- 
comed them as the scene of the opening 
banquet. 

The speech of the guest of honor, Bor- 
ough President Levy, centered around the 
two gems, “Friendship” and “Protection,” 
while the toastmaster’s introductions as 
well as his remarks kept the audience in 
a roar from the beginning to the end of 





the exercises. The words of praise de- 
livered by both the toastmaster and speak- 
ers on the work of President Katz and his 
associates in developing the affairs of the 
club, testified to the high esteem in which 
Mr. Katz is held by all and this took a 
more tangible form when the toastmaster 
presented President Katz with a beautiful 
silver mounted gavel appropriately in- 
scribed as a token of affection and esteem 
from the members. 

The 79 members and guests who at- 
tended the banquet and filled the club’s 
large dining room to over-flowing, unani- 
mously voted the affair one of the most 
successful of the season. The officers of 
the Jewelry Trade Club consist of Leonard 
S. Katz, president, Ben Cohen, vice-presi- 
dent, Joseph Rees, treasurer, and Aaron 
Sverdlik, secretary. 


Maiden Lane Historical Society Holds 
Annual Meeting and Elects 
Officers 

The annual meeting of the Maiden Lane 
Historical Society held March 31 at the 
rooms of the Jewelers 24 Karat Club, 15 
Maiden Lane, New York, was marked by 
an element of sadness due to the announce- 
ment of the death of John W. Sherwood, 
its president for many years, and of Harry 
C. Larter, one of its most active workers. 
As successor to Mr. Sherwood, Henry Ab- 
bot, formerly vice-president, was elected 
to head the organization. The vice-presi- 
dents elected are A. L. Brown, G. H. Nie- 
meyer, Dr. George F. Kunz, George E. 
Fahys, Joseph D. Little and William Post 
Sackett. Leo Wormser was re-elected 
treasurer, Edwin H. Dean was re-elected 
secretary, and Albert Ulmann, re-elected 
historian. The trustees re-elected, consist 
of: P. J. Coffey, I. W. Cokefair, H. H. 
Dillingham, Frank Jeanne, August Oppen- 
heimer, Lee Reichman, William I. Rosen- 
feld, M. D. Rochschild, Frank T. Sloan, 
Walter N. Kahn, T. Edgar Willson. Col. 
H. C. Barthman was chosen to succeed 
Mr. Sackett, who had been elected a vice- 
president. 

Mr. Abbot presided at the meeting which 
began by receiving the reports of the of- 
ficers. That of Treasurer Wormser 
showed the society to be in an excellent 
financial condition, but it indicated during 
the year that it lost 10 members by death 
and 11 by resignations. Two were dropped 
for non-payment of dues. Secretary Dean 
reported two applications for membership, 
both of whom were elected. 

The report of Historian Ulmann proved 
very interesting, particularly in regard to 
its cooperation with the new Museum of 
the City of New York. A resolution was 
passed to authorize the presentation to that 
museum of a duplicate of the tablet erected 
by the society at the corner of Maiden 
Lane and Broadway, if the same was ac- 
ceptable. Steps were also taken to recover 
the tablet erected at 11 John St., but now 
covered by changes being made on the 
entrance. 

Announcement was made of the joint 
resolutions sent to the family of H. C. 
Larter, confirming the action of the officers 
in participating in the same, while a com- 
mittee was appointed consisting of A. L. 
Brown, Henry Abbot and Albert Ulmann 
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to draw up formal resolutions on the death 
of President Sherwood, an engrossed co 
of which was to be presented to Mr. Shee 
wood’s family. The committee was au: 
thorized to participate with other organi. 
zations which may join in joint resolutions 
of this character. 

The question of the annual luncheon of 
the society was left in the hands of the 
trustees who will act upon it later, 


Massachusetts Retail Jewelers’ Cop. 
vene at Boston 

Boston, Mass.—Prediction that New 
England jewelers would lead the way back 
to prosperity was made by Leroy p, 
Peavey, president of the Babson Statistical 
Organization, at the Massachusetts Retail 
Jewelers’ Association’s two-day conyep. 
tion in the Hotel Statler, March 30 and 3}, 

A program consisting of motion pictures 
and a question box aroused the interest of 
all. The educational picture, “The Cyl. 
tivated Pearl,” was shown through the 
courtesy of K. Mikimoto, and a full length 
popular “talkie” provided interest and 
entertainment. 

Officers for 1932 are: President, Louis §, 
Smith, Beverly; vice-presidents, James 
Kingman, Boston, and A. H. Abbott, 
Lowell; secretary, Alonzo T. Wonson, 
Fall River, and treasurer, Frederic W, 
Bird, Boston, all re-elected. Arthur Sterne, 
of Boston, was named to the executive 
committee. 

Among the features of the two-day pro- 
gram were addresess by William McNeil, 
Regional vice-president of the A.N.R.J.A, 
Tom Hurley, Paul Monohan, sales man- 
ager of the Watson Co., Edward O. Otis, 
executive secretary of the N.E.M.J.&S. 
Association, and John Drake, executive 
secretary of the National Jewelers Pub- 
licity Association. 

One hundred members and guests at- 
tended the banquet at which Capt. Percy 
R. Creed, secretary of the town planning 
committee of the Massachusetts George 
Washington Bi-Centennial Committee, 
spoke on “George Washington As A 
Sportsman.” 

Among the guests were: Edwin F. 
Lilley, president of the A.N.R.J.A., Don- 
ald Johnson, president of the Connec- 
ticut R.J.A., Arthur B. Duncan, president, 
New Hampshire R.J.A., William L. Stone, 
president, Boston Jewelers’ Club, and 
Stephen H. Garner, president of the New 
England Manufacturing Jewelers and Sil- 
versmiths Association. 

The committee in charge of the banquet 
consisted of Albert R. Kerr and James 
Kingman; nominations, C. J. Gidley, 
David Robertson, W. G. Thurber; reso- 
lutions, J. F. Kahl, W. A. McKenney, and 
John H. Peterson. 


Coleman Benedict 

Coleman Benedict, member of the firm 
of Benedict Bros., retail jewelers at 168 
Fulton St.. New York, died April 6 at 
his home at 100 Augustus Ave., West 
New Brighton, Staten Island, after 4 
brief illness. He was in his 58th year. 
Funeral was held from the late home on 
April 8 with interment in the family 
plot at the Moravian Cemetery. 

Surviving are his widow, four daugh- 
ters and a son. 
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Philadelphia Jewelers Organize 


PHILADELPHIA—This city, at last, has 
a full-fledged retail jewelers’ organiza- 
tion, the Jewelers’ Guild of Philadelphia, 
having been formally organized April 12 
at a meeting in the Jewelers’ Club, 1209 
Walnut St. James F. Connor was elected 
president, and William Ward, secretary- 
treasurer. Vice-presidents and an execu- 
tive committee of five members will be 
elected at the May meeting. 

Objects of the Guild are the betterment 
of the retail jewelry trade in this city, 
elimination, as far as possible, of evils of 
unfair and unethical competition, “cata- 
log houses,” which prey on the consumer 
and the retail jeweler; opposition to un- 
just taxation, and education in the his- 
tory and beauty of precious stones and 
jewelry. 

Meetings are to be held on the second 
Tuesday of each month. 


Harry C. Kip 


Harry C. Kip, vice-president and New 
York representative of the H. F. Barrows 
Co., North Attleboro, Mass., died suddenly 
on Good Friday, March 25, at his home at 
505 Lincoln Place, Brooklyn. He was 50 
years of age. Funeral was held March 28 
from the Fairchild Funeral Parlors with 
burial in Cypress Hills Cemetery. The 
pallbearers were Donald Barrows, George 
Kissick, Frank Somes, George Frey, Henry 
R. Booth, William Underwood, Theodore 
Coords and A. Hauser. 

A native of New York, Mr. Kip started 
with the Barrows company 33 years ago, 
as a boy. In later years he became the 
New York and eastern representative, 
covering the entire East as far as Pitts- 
burgh. He was known throughout the 
trade, and a host of friends and acquaint- 
ances regret his passing. 

He was a member of the Jewelers’ Fra- 
ternal Association of New York, the 
Maiden Lane Outing Club, and the Chi- 
cago Jewelers’ Fraternal Association. 

Surviving are his widow and a son, Ira 


B. Kip. 


Jan W. Paris 


Jan W. Paris, gem expert and dealer in 
precious stones, fell to his death, April 6, 
from the fire escape outside the window of 
his office on the 12th floor of 527 Fifth Ave., 
New York. He was 61 years old. The 
funeral was held April 9 from the Uni- 
versal Funeral Chapel, 52nd St. and Lex- 
ington Ave. 

Mr. Paris was born in Holland. He was 
educated in Germany and came to this 
country when about 26 years old. He 
joined the firm of Eisenman Bros., of New 
York and Paris, and was employed by 
them as a pearl expert until about 1910. 
At this time the Eisenman company dis- 
solved and Mr. Paris entered the firm of 
Monroe, Paris & Co., with offices at 452 
Fifth Ave. In 1919 the firm dissolved and 
Mr. Paris removed to his late address 
where he continued his business of import- 
ing gems independently. 

Deceased is survived by his widow, who, 
with Charles Sommer, a life long friend, 
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were named as executors of the estate in 
the will. 

Mr. Paris was a member of the Jewelers 
24 Karat Club of New York and of the 
Leiderkranz Club. 


Samuel Aisenstein Retires from 


Business 

PHILADELPHIA—A change in‘ personnel 
of one of the oldest wholesale jewelry firms 
in the Sansom St. district has resulted from 
the retirement this month of Samuel Aisen- 
stein as president of Aisenstein & Gordon. 
The firm now is officered by David Jacoby, 
president; Henry Graham and Mrs. Rose 
Gordon, vice-presidents, and Harry 
Liebowitz, secretary and treasurer. Mrs. 
Gordon is the widow of Max Gordon, for 
25 years associated with Mr. Aisenstein 
in the firm. Mr. Aisenstein has been in 
the jewelry business in Philadelphia for 
slightly more than 40 years, starting on 
south Fourth St. Ill health forced his re- 
tirement and he plans a long rest before 
deciding on his future business career. 
His two sons, Arthur and Leon, are in the 
wholesale business on Sansom St., under 
the firm name of Aisenstein Bros. 


Oneida Community, Ltd., Announces 
Reduction in Price of Chinaware 
On April 1, Oneida Community, Ltd., 

announced to the trade a reduction in all 

sets and individual pieces of Community 

China designed to match the silverware— 

a reduction which averaged, over the en- 

tire line, approximately 30 per cent. 

In making this reduction, Oneida Com- 
munity explains that it is passing on to 
the jewelry trade and to the consumer, 
savings made possible by the increasing 
volume of its Community China sales, 
coupled with the lowered production costs. 


Credit Jewelers Elect Officers at 
Annual Convention at Holly- 
wood, Fla. 


HoLLywoop, FLa.—Disappointment is 
still being expressed here at the practical 
failure in attendance at the convention of 
the National Association of Credit Jewel- 
ers held March 28-31 here despite the 
many attractions of this beautiful resort. 
It was reported that though the registra- 
tion numbered over 100, here were but 
35 retailers present, representing less than 
20 different chains or different firms. There 
were about 20 exhibitors, many of whom 
made fine displays. 

Officers elected included the following: 
President, Charles F. Baumrucker, Jones 
& Baumrucker, Chicago; first vice-presi- 
dent, J. F. Freund, St. Louis; second vice- 
president, E. C. Maxwell, St. Joseph, Mo.; 
third vice-president, E. I. Kaufman, Wash- 
ington, D. C.; secretary, William Gibson, 
Chicago, and treasurer, Mrs. Irving 
Michaels, New Haven, Conn. 

The directors elected include: M. A. 
Enggass, Detroit; Eliot P. Hirshberg, New 
York; A. O. Jenkins and L. J. Ryer, Kan- 
sas City; Louis Lefkoe and Samuel Posner, 
Troy, N. Y., A. N. Slavick, Los Angeles, 
and former president Myer Simon, Phila- 
delphia. 
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The program of the convention was 
greatly curtailed, the morning sessions 
being omitted entirely and the sales clinic, 
so thoroughly advertised, was held down 
to one session. 

The resolutions passed protested against 
discriminatory taxes by congress, endorsed 
the Capper-Kelly Bill, and condemned the 
policies of the retailing wholesalers. 


New Class in Jewelry Design at 
Central Commercial Continua- 
tion School 


A class in the design of jewelry was 
started April 6 at the Central Commercial 
Continuation School, 42nd St. and Third 
Ave., New York. C. A. Jakobb, who for 
a number of years has taught jewelry 
design to the students of Mechanics Insti- 
tute, volunteered to teach the class, and it 
is now holding daily sessions, from 9 to 
12 M. and 1 to 3 p.m., with an original 
enrollment of nine students. 

The work of the class will be carried 
on in conjunction with that of the class in 
jewelry making, also held at the Continu- 
ation School under the instruction of Al- 
bert A. Verber. This class is composed of 
young men, now apprenticed to manufac- 
turers in the trade, who are studying all 
the different phases of the work. ‘The 
new class, conducted by Mr. Jakobb, will 
study design only, their designs then to be 
executed under the guidance of Mr. Ver- 
ber. 

In an interview, Mr. Jakobb said that 
the Board of Education had decided to 
provide carfare and lunch money for un- 
employed jewelers who wish, instead of 
remaining idle or entering some other field 
of endeavor, to improve their knowledge 
of the craft by coming to the classes. 

Handy & Harman, silver refiners, have 
contributed the silver necessary for the 
carrying out of the designs in metal. The 
finished pieces of jewelry become the prop- 
erty of the students upon their completion, 
to be sold by them if possible. 

The class in execution of the jewelry 
designs is sponsored by the Jewelry Crafts 
Association. 


Delaware, Maryland, Washington and 
Virginia Jewelers to Convene 
May 1, 2 and 3 


WasHIncTon, D. C.—A feature of the 
annual convention of the Maryland, 
Delaware and District of Columbia 
Jewelers Association to be held at the 
Mayflower Hotel, this city, May 1-3 
will be a five cornered symposium on 
the watch business. According to 
Arthur Sundlun, president of the asso- 
ciation representatives of the Hamilton, 
Elgin, Gruen, Illinois and Waltham 
companies will participate in this sym- 
posium which will consist of opinions on 
the future of the watch business. 

This year the Virginia Retail Jewel- 
ers will meet with the association. At 
the annual banquet Merle Thorpe, well 
known editor of Nation’s Business and 
Meyer D. Rothschild will be the prin- 
cipal speakers. G. H. Niemeyer will 
have a prominent place as speaker on 
the convention program. 
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NOTICE Increase your sales? 
TO THE TRADE 
The popularity which the counter-sunk ee 99 
onyx initial ring has enjoyed since its in- These three answer Yes 
ception has encouraged several other manu- 
facturers to make and sell to the trade an The new *‘Guild’”’ in Wm. Rogers 
exact copy. ‘ 
We hereby notify these manufacturers as (Beauty at low price) 
11 th t of the trade that this ri ‘ ° 
is fully mencrvcte oe z ~— Lady Hamilton in Community 
(A Sterling design—in plate) 
COUNTERSUNK ; 
Housekeeping Set—in Tudor plate 
(A bargain—if you act quickly) 
Complete, stocks on hand 
A card brings details 
pein 14 MAIDEN C\ILVERWARE 1 W. 47th 
RABINOWITZ & KATCHER ane INCE 1869 STREET 
Manufacturing Jewelers 
49 Maiden Lane, New York City NEW YORK 
Keep q 
abreast 
of the ult VALUE 
_ current ted 
styles. P r 0 t 
Offer f | | 
the PAYMENT 
correct 
thi Gather up your old jewelry, 
ang. sweepings, polishings, etc., 
Pal, today, and send them in. Our 
vol , check will be sent promptly 
mye and it will fully cover ALL 
; the precious metal contained 
in your scrap. 
Send your scrap to 
Complete stock of the very latest conceptions in 
fashionable jewelry in 14kt. green gold. S C O SMELTING & 
. REFINING CO. 
Enos Richardson & Company E saseieh wns. 
21-23 Maiden Lane, New York 
L 



































NEW YOR 


B. F. Hirsch, 37 Maiden Lane, has pur- 
chased the factory and dies of the Roskin 
Mfg. Co. 

Papazian Bros., formerly at 2 W. 46th 
St. have moved to larger quarters at 580 
Fifth Ave. 

The Wadsworth Watch Case Co., Inc., 
has removed from Room 402 to Room 808, 
20 W. 47th St. 

The Federal Watch Crystal Co. has 
announced its removal to larger quarters 
at 129 Fulton St. 

H. Izzet, formerly at 154 Nassau St., as 
H. Izzet & Co., is now located in new 
quarters at 416 W. 129th St. 

The Jules Wedding Ring Co., formerly 
at 64 W. 48th St., has announced its re- 
moval to new offices at 2 W. 46t.. St. 

Raphael J. Koch, mountings, has an- 
nounced his removal from 108 Fulton St., 
to new quarters in Room 402, 82 Bowery. 

William Vogel and Miller & Veit are 
among the concerns that have renewed 
their leases in the Cellini building, 48 W. 
48th St. 

Hal. H. Gibson, vice-president of the 
Zenith Watch Co., who is now visiting the 
firm’s factory at LeLocle, Switzerland, will 
return here about May 1. 

J. Haber, 71 Nassau St., has moved from 
Room 1503 to 1501 in the same building, 
where he will carry a full line of diamond 
mounted jewelry for the trade. 


Karos & Feldstein, mountings, 41-43 
John St., have taken over the concern of 
Stites, Edlin & Smith and are continuing 
the manufacture of platinum jewelry. 


Samuel Bernard, of the Time Service 
Co., 516 Fifth Ave., gave his lecture, “The 
Romance of Time,” on April 6 at the Abra- 
ham Clark High School, Roselle, N. J. 


Nat R. Hirschhorn has been added to the 
sales force of the Parker Watch Co., im- 
porters, at 580 Fifth Ave., and will leave 
shortly for his territory in the Middle 
West. 


Davidson Bros., manufacturers of dia- 
mond jewelry, have removed from their 
two offices at 580 Fifth Ave. and 71 Nassau 
St. and have taken new quarters in Suite 
719, 527 Fifth Ave. 


B. E. Struss, for 10 years employed as a 
jeweler and watchmaker by C. B. Karlen, 
jeweler of White Plains, has entered into 
business for himself in that city with a 
store at 1 South Lexington Ave. 


The Jewelers Square Club, Inc., held its 
monthly meeting at the Hotel Piccadilly 
Monday evening, April 4. The members 
enjoyed a dinner which was followed by 
an excellent program of entertainment. 


Burglars took jewelry worth $1,500 at 
wholesale from the store of Albert Welsch, 
667 Columbus Ave., the night of March 
28. They gained entrance by boring a hole 
through the wall from an adjoining shop. 
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On and after May 1, Jerome Rich- 
heimer, dealer in diamonds and precious 
stones, will be located in new and larger 
quarters in the beautiful new Goelet 
building at 608 Fifth Ave. He was for- 
merly located at 20 W. 47th St. 

Mr. and Mrs. Harry Cowan, of Brikner 
& Cowan, Inc., retail jewelers at 1178 
Sixth Ave., sailed recently on the Hamburg 
for a pleasure trip to Europe. They will 
tour France, Germany, Spain, Italy, En- 
gland and Russia by automobile and will 
be gone about three months. 

After May 1 the New York office of the 
Gorham Co., will occupy the entire third 
floor at 6 W. 48th St. The merchandise 
on display there will be limited to the 
company’s newest patterns. William F. 
McChesney, vice-president, and Henry R. 
Moulton, sales manager, are in charge. 

Charles A. Parker, who for 30 years has 
been calling on the wholesale trade, was 
recently placed in charge of the New York 








QUALITY MAKES 
CHARACTER 


A retail store is very much like a human 
being. A store may have a very definite char- 
acter or no character at all. In a human being 
there can be Quality of thinking, Quality of 
purpose, Quality of action. In a store there 
can be Quality of purpose, Quality of service, 
Quality of Merchandise. The public of today 
is beginning to re-discover Quality. And the 
new demand ccruing therefrom will be well 
worth while. 








office of the H. F. Barrows Co., 15 Maiden 
Lane, succeeding the late Harry C. Kip. 
Mr. Parker will cover New York State, 
Maryland, Delaware and Pennsylvania. 


Fred L. Goddard, insurance advisor, 
has removed his business from 220 Broad- 
way to Room 601 at 75 Maiden Lane. Mr. 
Goddard was formerly secretary of the 
Jewelers’ Safety Fund Society and was as- 
sociated with the jewelry trade for years. 
He is specializing in jewelry insurance 
and is an expert in jeweler’s block pol- 
icies. 

Victor Olson and Jack Pusrin, salesmen 
for the Rose Jewelry Co., 59 Chrystie St., 
were held up on April 5 and robbed of 
samples and merchandise valued at about 
$1,500. The two men were calling in a 
house on Beaumont Ave., Bronx, when 
they were stopped by two men with guns 
in the hallway. The bandits also took 
$15 cash from the salesmen. 

Three gun men held up the store of 
Herbert I. Berrent, 2333 Broadway, on 
March 28, and escaped with jewelry worth 
$685. One of them covered the wife of the 
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proprietor and a clerk, who were in the 
store while the other two looted the show 
cases. As they ran from the store they 
dropped some of the merchandise. A 
policeman, coming at the call of a passerby, 
arrived just as the bandits escaped in an 
automobile. 

Larter & Sons have moved their execu- 
tive and sales offices from 15 Maiden Lane 
to their factory at 88 Parkhurst St., New- 
ark, N. J. The purpose of the move is to 
render more efficient service to the trade 
and expedite shipments by at least 24 
hours. The firm will maintain a sales room 
at 15 Maiden Lane. The factory building 
in Newark has been completely remodeled 
in order to accommodate the executive 
offices. 


Lieutenant William L. Lovett and De- 
tectives Michael F. Riordan and Michael 
Horris of New York Police Headquarters, 
on March 24, received a reward of $3,380 
given by an insurance company for the 
recovery of jewelry valued at about $33,- 
000, taken from the store of Michael 
Kramer, 1316 Sixth Ave., in a hold-up, 
Feb. 1, this year. Of this amount the 
officers will contribute 25 per cent to the 
Police Relief, Fund. 


At the regular meeting of the Jewelers 
24 Karat Club held April 19, Vice-presi- 
dent Mehrlust, the chairman of the Out- 
ing Committee, explained that event this 
year would take the form of a golf outing 
probably at a Long Island country club 
and will be held in June. President Som- 
mer announced the death of Jan Paris. 
Two new members were elected and three 
applicants proposed for membership. 
Routine business was transacted. 


The many friends of George A. Schuetz 
will be pleased to learn that he is now 
associated with Larter & Sons, Newark, 
N. J., in the capacity of director of sales. 
Mr. Schuetz is one of the best-known sales- 
men in the jewelry field, having had over 
30 years experience. He started as sales 
representative for Snow & Westcott, cov- 
ering the south and middle west. In 1918, 
he opened an office at 576 Fifth Ave., for 
the Traub Mfg. Co., and later became a 
member of the firm and vice-president, in 
charge of sales. 


It was recently announced that Albert 
L. Kahn had retired from the firm of L. 
& M. Kahn & Co., diamond importers and 
cutters, 6 W. 48th St., March 31. Alfred 
M. Kahn withdrew as of the same date. 
The business of the concern will be con- 
tinued without change under the old style 
by Walter N. Kahn and Alfred Lowen- 
thal. Albert Kahn’s retirement is owing 
to the fact that he has not been in the best 
of health during the past few months and 
also to his desire to live abroad with his 
family for the time being. 

Two men and a girl were arrested April 
1 after an unsuccessful attempt to hold up 
the establishment of Giosué de Santis dia- 
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WARNING 
TO THE TRADE 


We are aware of the fact that a direct 
INFRINGEMENT upon our 


PROTECTION RING GUARD 
is being sold to the trade. 


We are emphatically warning the trade 
that we are prepared to vigorously 
prosecute anyone using such _ IN- 
FRINGEMENT to the fullest extent of 
the law. 


The Lion Safety Pin Clutch Co., Ine. 
20 West 22nd Street, New York, N. Y. 








THE WILLARD. 





ON PENNSYLVANIA AVENUE AT 14TH 
AND F STREETS, FACING BEAUTIFUL PARK 


Located in the center of the business, 
shopping, and theatre districts. Opposite 
the new Department of Commerce Build- 
ing and in close proximity to all other 
Government Departments. Whether in 
Washington on business or pleasure you 
will appreciate this convenience of loca- 
tion, the world famous Willard Cuisine, 
and the faultless service. 


Single Rooms $4.00 and up. 


Double Rooms $6.00 and up. 
Moderate rates in dining rooms. 


FRANK S. HIGHT, President 


WASHINGTON, D.C 




















mond importer on the 21st floor of the Em- 
pire Trust building, 580 Fifth Ave. The 
screams of Mr. de Santis and the ringing 
of a burglar alarm forced the bandits to 
attempt to escape. One of the men and the 
girl were captured in the corridor of the 
building. The other man escaped through 
a window to the roof of the floor below 
and to the roof of another building where 
he was caught. 

Louis Parkovitz, formerly joint partner 
in the Etna Watch Co. and Friedman & 
Parkovitz, is now the head of the Parker 
Watch Co. at 580 Fifth Ave. and 1 W. 
47th St. The line of this concern is now 
being handled by the following salesmen: 
H. M. Lipman, on the west coast; W. D. 
Cleary, in the south; L. Katlinsky and Dan 
I. Murray, in the middlewest; Ludwig 
Kohn in the northwest, Virginia and the 
Carolinas; Herman Hesch, New England, 
New York, Pennsylvania and New Jersey, 
and M. Nosofsky, New York. 


A public auction held by the United 
States Marshall, March 24, of jewelry 
articles forfeited for unpaid duties, valued 
by the government at a total of $72,740, 
realized less than $30,000. A lot of 1,947 
diamonds and 61 pearls was broken up 
into small parcels, selling for a total of 
$18,233. Valued in this country at $1,030, 
52 clocks were knocked down at $160. A 
diamond bracelet worth $2,700 sold for 
$1,450, and a ruby and diamond bracelet 
valued at $4,100, went for $1,650. There 
was little competition in the bidding among 
the 20 or more buyers present at the auc- 
tion. 


The will of James Arthur, who pre- 
sented New York University with the 
largest and comprehensive collection of 
clocks and watches, provided for an an- 
nual lecture on “Time and Its Mysteries.” 
The first of these lectures was announced 
by that university to be held in the audi- 
torium in the Gould Memorial Library, 
University Heights, Friday evening, April 
29, at 8:30 P.M., and is by Dr. Robert 
Andrews Millikan of the California In- 
stitute of Technology, his subject being 
“The Historical Aspects of Time Meas- 
urements and Their Significance in the 
Development of Science.’ 


Tiffany & Co., Fifth Ave. jewelers, won 
a permanent injunction in Supreme Court 
March 29, against Tiffany Productions, 
Inc., motion picture producers, using the 
name Tiffany. In his decision, Justice 
Edward S. Dore pointed out that some 
member of the Tiffany family had been 
connected with the jewelry concern since 
its founding, in 1837. The protest of 
Tiffany & Co. was based largely upon the 
extensive advertising which had been 
done, amounting to $3,500,000 in this city 
alone during the past 23 years. The 
jewelry firm did not protest against the 
use of the name by the film company until 
1930, when it began a vast advertising 
campaign. Tiffany & Co. asserted that the 
motion picture company had selected the 
name “Tiffany” for the purpose of taking 
advantage of the name and good will of 
the jewelry house. 


“Write your senators and congressmen 
a personal letter in protest against a dis- 
criminatory tax,” urged Wilson A. Street- 
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er, chairman of the Legislative Committee 
of the American National Retail Jewelers’ 
Association, at the monthly meeting of the 
Executive Board of Retail Jewelers’ As- 
sociations of New York, held April 1 at 
the Hotel Astor. Mr. Streeter, who is also 
president of the Westchester County Re- 
tail Jewelers’ Association, outlined the 
tax of 10 per cent on jewelry imports and 
manufactures, pointing out the vicious fea- 
tures of this piece of legislation which has 
been passed by the House of Representa- 
tives. Phineas Peters, who presided at the 
meeting, showed the members a volumin- 
ous manuscript which represented a com- 
plete stenographic report of everything 
that was said at the trade conference of 
members of the trade in the metropolitan 
area and suggested that it be distributed 
in mimeograph form at $2 the copy. Mr. 
Astor made a financial report of the con- 
ference and all agreed it had been a com- 
plete success. 


Supreme Court Upholds Dealer Who 
Registered Name “Rogers” as a 
Trademark in the Philippines 


WasuinctTon, D. C., April 5.—There 
has been considerable interest in legal 
circles here in the litigation between the 
American Trading Co., H. E. Heacock 
Co. and Wm. A. Rogers, Ltd., the case 
coming up on writs of certiorari to the 
Philippine Island Supreme Court which 
had previously decided the questions in- 
volved. Essentially the suit was to de- 
termine who controls the use of the term 
“Rogers” on silver plated ware in the 
Philippines. 

In 1918, the Heacock Co., with the 
knowledge and consent of the Interna- 
tional Silver Co., who controlled the orig- 
inal Rogers brands of silverware, regis- 
tered the name “Rogers” as a trademark 
in the Philippine Bureau of Commerce 
and Industry. Under Philippine law 
‘Heacock Co. claimed it acquired the ex- 
clusive right to the use of the name 
“Rogers” on such merchandise. Later 
the American Trading Co. began to im- 
port wares into the Philippines, including 
silver plated ware made by Wm. A. 
Rogers, Ltd., which had duly registered 
its trademark under the United States 
laws, but had not registered the same in 
the Philippine Islands until the trial of 
these suits. 

The Heacock Co. opposed the regis- 
tration of its name in the Philippines 
under the laws of the Island, insisting 
that the registration of the Wm. A. Rog- 
ers, Ltd., trademarks in the United States 
did not constitute a defense against in- 
fringement and unfair competition in the 
local trade of the Island. 

The Philippine courts decided in favor 
of Heacock and enjoined the other parties 
from further infringing its rights by sell- 
ing any Rogers goods in the Philippines. 

The matter was finally brought to the 
United States Supreme Court which has 
sustained the Philippine court’s contention 
in an opinion written by Chief Justice 
Hughes, that Heacock’s registration was 
valid even though it was that of the 
dealer who handled wares in the Philip- 
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pine Islands which were manufactured in 
the United States. 

The decision held in effect that United 
States registration did not in itself confer 
rights to trade or afford a refuge for 
piracy; that the Philippine Statute pro- 
viding for trademark registration was 
valid and was not in conflict with the 
United States Statute; that Heacock Co. 
was entitled to protect its said trade and 
its registration; that the question was not 
materially affected by the fact that the 
Heacock goods were made by Interna- 
tional Silver Co.; that it was unnecessary 
to consider the respective rights of In- 
ternational Silver Co. and Wm. A. Rog- 
ers, Ltd., in this country, and that with a 
specific modification of the phraseology 
of the judgment, the decision by the Su- 
preme Court of the Philippines was af- 
firmed. 


William G. Ahrendt 


WESTFIELD, N. J.—William G. Ahrendt, 
silversmith and goldsmith, who operated 
a plant at 105 Rose St., Newark, died 
suddenly April 5 of a heart attack at his 
home in Westfield. He was 48 years 
old. As a member of the Traveling 
Jewelers’ Association he was widely 
known to the trade. 

Besides his widow, he leaves two 
daughters, Mrs. Donald Miller of All- 
wood and Miss Lillian and a son, Wil- 
liam R. Ahrendt, both of Westfield; a 
brother, Herman Ahrendt of Ridgefield 
Park and two sisters, Mrs. Robert Main 
and Mrs. August Heithaus of Hollis, 
Long Island. 


Joshua Abelow 

Joshua Abelow, jeweler at 116 Nassau 
St., New York, died April 6 of a heart 
attack at the Jewish Hospital. He was 
63 years old. 

Mr. Abelow was taken ill while on 
his way to his office and ordered a taxi 
to take him to the hospital. He was 
rushed to the operating room but died 
in a few minutes. 

A native of Russia, he had lived in 
Brooklyn for half a century. He is sur- 
vived by his widow, a son and a daugh- 
ter. 


Platinum Market 


Platinum prices, as of April 22, were 
officially quoted as: 


SO > ccuaasseddcsescuddadscasuasanmas $40.00 
Containing 5 pr cent iridium.......... 42.00 
Containing 10 per cent iridium........ 44.00 
WRN. ccc cdancecuasicccbatguseens 85.00 
DUI bc ccd cceucducuwacudescaduets 21.00 


The Speidel Chain Co. and Speidel 
Bros., Providence, R. I., announce their 
amalgamation as of April 1 into one con- 
cern under the name of the Speidel Cor- 
poration of the same address. The watch, 
bracelets, jewelry and chains with which 
the former firms have been identified 
will be manufactured in similar quality 
by the new corporation. Albert Speidel 
is president and Carl Schraysshuen is 
vice-president and treasurer. 
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i QUALITY 
iJEWELRY 








Jewelers’ Settings and Solders 


Refiners and Smelters 


BAKER & CO., INC. 


Murray and Austin Sts. 





\ RINGS—A Specialty with 


LOUIS BLEIBERG 


336 Mulberry St. 





CLASPS 


Rondelles, Barrel-clasps, Costume Jewelry Findings 


MODERN NOVELTY CO., INC. 
126 South St. Newark, N. J. 
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Sterling Fireless Silver 


Reduces polishing to a minimum and obtains 
lasting brilliance. 


JOHN J. JACKSON & CO. 


All Sterling and Fine Silvers Rolling for the Trade 





GOLD and PLATINUM SOLDERS 
“CLINTON ALLOYS” 





FOR WHITE, GREEN, YELLOW GOLD 
REFINERS OF PRECIOUS METALS 


Clinton Refining Co., Inc. 
91-93 East Kinney S. 





sTERNSET 


Rings and Pendants to Match 
Stern Mfg. Co., 407 Mulberry St. 
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EUREKA NON-TARNISHING 
FLANNEL ROLLS AND BAGS 


FOR SILVERWARE 


approved and used by the 
majority of silverware manufacturers 


Every popular color carried 
in stock for immediate de- 
livery. 


EUREKA MANUFACTURING CO., 


TAUNTON, MASS. 


Samples and prices 
gladly submitted. 


INC. 











OFFICES FOR RENT IN 
National Jewelers Board of Trade Bldg. 


22 West 48th Street, New York City 
Small and larger units of desirable space, with north 
light ready for immediate occupancy. 


DE WITT, SMITH & BATZLE, Managing Agents 
37 Wall Street, New York City 








Phone Whitehall 4-3833 

























AN UNBEATABLE RING GUARD 
14K. solid gold ring guard. Perfectly resilient, 
fits snugly on ring and insures a comfortable fit. 
Designed for Men’s, Women’s and Children’s 
rings. The guard cannot come off the ring. Sold 
on cards of 1 dozen in assorted sizes and colors. 
Also for Baby Rings. guard guaranteed—we 
replace all guards if they break or bend out of 
shape. Each guard stamped 14K. 
rder Through Your Jobber 


STRONGHOLD RING GUARD CO. 
New York 


THE STRONGHOLD RING GUARD | 





406 East 149th St., 





TS faultless atten- 
dance and genu- 
ine hospitality give 
even the most tran- 
sient guest a sense 
of quiet comfort in 
the very midst of 
Philadelphia’s 
social and busi- 
ness life. 


BELLEVUE 
STRATFORD 


PHILADELPHIA 


CLAUDE H. BENNETT 
General _Manager 


Rates consistent with 
present times 





















Joseph O. Pucher has moved to Room 
901 at 29 E. Madison St., adjoining his 
former space. 

The Kurzon Co. is moving from 335 W. 
Madison St., to 17 N. Wabash Ave. (The 
Shops’ Building). 

R. S. Shuttles, of Shuttles Bros. & Lewis, 
Inc., Dallas, Texas, spent several days in 
Chicago about the middle of April making 
purchases for the company. 

Howard Schaeffer, vice-president in 
charge of sales of the Elgin National 
Watch Co., spent part of April at the New 
York office of the company. 

Wm. G. Lenhart, well known manufac- 
turers’ representative, who has made Chi- 
cago headquarters for several years, re- 
turned to New York recently where he ex- 
pects to make new connections. 

James J. Burke, wholesaler of St. Louis, 
Mo., spent a few days in Chicago recently 
as he returned from a business trip to 
Boston, Providence and St. Louis. He 
visited relatives here and took time to call 
on a number of his friends in the trade. 

The Hammond Clock Co. of Canada, 
Ltd., Canadian affiliate of the Hammond 
Clock Co., has doubled its working force 
to take care of production demand on the 
large order for electric clocks recently re- 
ceived from the Wm. Wrigley, Jr., Co., 
Ltd. 

The Illinois Watch Co. entertained the 
graduating class of School of Horology, 
Bradley Polytechnic Institute, on Monday, 
April 11. Thirty-four members of the 
1932 graduating class under the guidance 
of George J. Wild, Dean, inspected the 
factory manufacturing methods which 
were thoroughly explained by J. Barclay 
Jones, production manager. After a noon- 
day repast in the cafeteria, Lou Acker, 
technical superintendent, explained the 
use of Elinvar as now adopted in Illinois 
movements. Mr. Dobbs, assistant factory 
superintendent, addressed the group on the 
technique of friction jeweling. The young 
men were sped on their way with the 
hearty good wishes of Jack Keenan, sales 
manager. 

The 11th annual Chicago Gift Show, to 
be held Aug. 8 to 13, in the Merchandise 
Mart, promises much to the buyer of gift 
and art wares. Great plans are going for- 
ward to fill the demand for new merchan- 
dise, new quality standards and new ideas 
for resale in the retail store. More than 
300 lines of new gift and art merchandise 
will be on display. More than 20,000 mer- 
chants have been invited as guests of the 
Gifts, Art Wares and Novelties Associa- 
tion. The entire 15th and 17th floors of 
the Merchandise Mart will be used. The 
[5th floor houses permanent display rooms 
of the Gift and Art Wares division of the 
Mart. Oiutside manufacturers and dis- 
tributors will be allotted display space on 
the 17th floor. 

Announcement was made in this city 
recently of plans to extend the Gemologi- 
cal Society which was founded in Southern 
California some time ago, to a position of 
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nationwide importance. The first steps 
to do this were made recently in the Chi- 
cago territory where a committee is being 
organized which is headed by Fred B. 
Slaten, of C. D. Peacock, Inc.; Frank Mil- 
henning of J. Milhenning, Inc., Paul Juer- 
gens of Juergens & Andersen Co., and H. 
S. Snyder of Louis Esser Co., Milwaukee. 
This committee is to investigate the work 
of the Gemological Society and will or- 
ganize a local chapter of the Society. It 
was also announced here that a similar 
committee with Will Drosten of the Dros- 
ten Jewelry Co., as chairman, and Oliver 
Selle, as secretary, with possibly Leo Vogt 
of the Hess & Culbertson Co., will act as 
St. Louis members of the temporary Na- 
tional Committee of the Institute. ‘These 
chapters will be organized by the com- 
mittees to take charge of the correspond- 
ence course of Robert M. Shipley which 
is given by the Gemological Institute of 
America, and will prepare students for 
the examination. The mail course group 
of the Institute is being organized in Chi- 
cago and will meet monthly at which time 
lectures will be given during the year 
by Prof. Frank B. Wade of Indianapolis. 
While in this city recently, Mr. Shipley 
addressed a meeting at which 50 Chicago 
jewelers attended. Later he attended a 
dinner in St. Louis by 25 jewelers of that 
city. 


Oklahoma Jewelers Hold Convention 


Tusa, OKLA.—One hundred and fifty 
Oklahoma jewelers, in session here as the 
Oklahoma Retail Jewelers’ Association, 
April 11 and 12, went on record as opposed 
to a sales tax which would afflict the 


.jewelry business beyond the burden which 


it naturally must bear in times of depres- 
sion. 

The meeting brought frank discussions 
of the jewelers’ problems, although at the 
same time there was a note of real opti- 
mism that would have been missed a year 
ago. It was an optimism, however, which 
was ready to translate itself into action 
against threatening forces. 


Speaking on the first day of the conven- 
tion, A. Y. Boswell, outgoing state presi- 
dent and head. of Boswell’s (Tulsa) con- 
cisely stated the sales and luxury tax situa- 
tion. 

Mr. Boswell believes that there is a 
definite trend on the part of the public 
away from the cheaper jewelry and toward 
the better grade of merchandise. 


Following up Mr. Boswell’s lead when 
he spoke of a better tone in jewelry de- 
mands by the public, C. L. Stange, manu- 
facturing jeweler of St. Louis, urged that 
merchants and manufacturers throughout 
the nation set about creating a better de- 
mand for quality jewelry through a 
broadly cooperative advertising campaign. 

Among the speakers on the program was 
Joseph Mazer, chosen as the first president 
of the Oklahoma Association 26 years ago, 
but now a New York diamond importer. 
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Jewelry News Flashes from the 
Great Central West 


The close of the second day of the con- 
vention, all sessions of which were held in 
the Mayo Hotel, saw the election of N. O. 
McCoy, Cushing, as president te succeed 
Mr. Boswell. Other officers elected were: 
Frank White, Guthrie, first vice-president ; 
A. S. Eby, Bartlesville, second vice-presi- 
dent; Julius Seaforth, Oklahoma City, sec- 
retary-treasurer. 

A banquet Monday night at the Mayo 
Hotel provided the social highlight. 


Drastic Auction Ordinance Passed by 
Rochester, Minn. 


ROCHESTER, MINN.—Jewelers of this 
city are congratulating themselves on get- 
ting through a new auction ordinance that 
was passed by the common council of this 
city, April 4, and approved by Mayor 
Reiter April 5. L. G. Schroeder, a local 
jeweler, who worked hard to put this 
ordinance over, stated that the jewelers 
feel that it will do away with the evils of 
the auction business and that the action in 
Rochester may act as a precedent for 
jewelers in other towns to do likewise. 

The auction ordinance passed provides 
that no auction outside of official public 
sales may be conducted except where the 
person or firm desiring it obtains a license 
from the Common Council and puts up a 
bond of $1,000. The applicant must also 
pay a fee of $25 a day during the term of 
the auction and a minimum fee shall be 
that for 10 days, namely, $250, but no 
auction shall run more than 30 days, and 
it must be conducted between the hours of 
8 a.m. and 6 p.m. 

The ordinance contains drastic regula- 
tions against false representation, substi- 
tution, or the use of cappers by the auc- 
tioneer, and it also provides that before 
the auction, an inventory must be filed of 
all goods to be sold and a full report of all 
goods sold must be filed after the auction. 

Auctions can only be conducted by a 
wholesaler or retailer who has been in the 
same location for a period of six months 
preceding the sale. 


Zeno Straight 


Wa Lia WALLA, WasH.—Zeno Straight, 
jeweler of this city, died April 9, at 
Seattle after a long illness. He was 57 
years old. 

Mr. Straight was the only son of Cap- 
tain Z. K. Straight, the first jeweler to 
set up in business in the territory. After 
his father’s death, Mr. Straight operated 
the business for many years. 

He leaves his widow, his son and two 
sisters. 


G. H. Follette, formerly a jeweler and 
optometrist at Carey, Ohio, is now settled 
in his new store in the Crow Block, at 
Circleville, Ohio, where he is making a 
specialty of fine watch, clock and jewelry 
repairing. 
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ANNOUNCING 


THE 1932 V.T. F. MIFANS 


(FANCY SHAPED WATCH CRYSTALS ) 





















With the most up-to-date and simplest 
numbering system — eliminating all 
arbitrary numbers from the label. 


KEY LETTER, INDICATING SHAPE 


\ MEANY 
(C'277-24)) 


(SoV.T. Fo”) 


LENGTH WIDTH 
IN TENTHS OF A"%m IN TENTHS OF A "Ym. 


New V.T. F. MIFAN CATALOGUE— 


Just off the press — illustrates 1640 
numbers — being mailed to all listed 
watchmakers and jewelers in the U. S. 
and Canada—a copy will gladly be sent 
you on request if yours has not been 
received by May 15th. 


































Quality unsurpassed—the ONLY com- 


panion to V.T.F. Round Watchglasses 
. AND ... no increase in price ! 








91-10 per dozen 
$2.00 for Military Shapes 


HAMMEL, RIGLANDER-PENNANT CORPORATION 


Exclusive Wholesale Distributors 
NEW YORK, UV. S. A. 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 









(Continued from the April issue) 


W at type of index plate 


is most suitable to use in connection with the wheel-cut- 
ting attachment ? 


Answer. In regard to index plates, the most suitable 
type should be a plate to suit our particular requirements. 
If we were cutting large quantities of wheels and pinions, 
we would require separate index plates for each number. 
Such plates could be made of uniform diameter, say three 
inches with the required number of notches milled in the 
edge of the plate. Such plates are very efficient, but there 
are two objections to them for the watchmaker’s use. A 
large number of plates are required if we wish to have 
a complete outfit, and they would have to be cut on a 
regular gear-cutter if we would have them accurate. Ob- 
viously, this would entail considerable expense. For the 
watchmaker’s use we find that a pin-hole index plate is 
the most efficient, as we can readily change from one num- 
ber to another without the trouble of removing a plate 
and placing another one in position. Furthermore, such 
an index plate may be easily made by the ambitious work- 
man. True, such an index plate will entail considerable 
work, but it is the class of work that requires skill and 
helps to produce efficient workmen. 


How shall we proceed 


to make a pin-hole index plate? 


Answer. For our index plate we shall require a piece 
of sheet brass eight inches in diameter by one-eighth of 
an inch in thickness. It should be turned flat and fin- 
ished perfectly smooth on both sides and the edge. Fine 
emery paper is suitable for smoothing the plate, but a 
better surface may be obtained by using a Scotch stone 
for this purpose. Stoning leaves a face admirably suited 
for marking fine lines when dividing the various circles 
into ‘the required numbers. Before removing the 
plate from the lathe, it should be carefully centered on 
each side, using finely pointed 60° center punch for this 
purpose. 

With a straight edge and a fine pointed scriber, we shall 
draw a fine line from the center to the outer edge. Next, 
we shall lay off spaces one-sixteenth of an inch apart on 
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this line from the outer edge toward the center. As our 
finished plate will contain 80 holes or divisions, we lay 
off 40 spaces on each side of the plate. “These spaces 
should be lightly centered with a fine pointed 60° center 
punch. For all of our spacing operations we shall require 
a pair of fine pointed dividers. What are known as tool- 
maker’s dividers are especially suitable for this class of 
work. They have long, slender points, are very accu- 
rately made and the points are properly hardened and 
tempered. Assuming that we have suitable dividers, we 
shall draw circles intersecting the spaces we have laid off. 
The circles should be made very carefully and must accu- 
rately coincide with the spaces we have marked off. 

Our next step will be to determine the number of holes 
required in each circle. The following numbers will be 
found to fill most requirements in wheel and pinion cut- 
ting: 

4, 5, 6, 7, 8, 9, 10, 11, 12, 13, 14, 15, 16, 17, 18, 19, 
20, 21, 22, 23, 24, 25, 26, 27, 28, 29, 30, 31, 32, 33, 34, 
35, 36, 37, 38, 40, 42, 45, 47, 48, 50, 51, 56, 58, 60, 61, 
62, 63, 64, 65, 66, 67, 68, 69, 70, 71, 72, 74, 75, 76, 77, 
78, 80, 81, 82, 84, 85, 86, 88, 90, 92, 96, 98, 100, 104, 
108, 120, 140, 144, 360, 365, 366. 

We lay off 40 circles of holes on each side of the index 
plate using the numbers from 4 to 51 inclusive on one side 
of the plate and the numbers from 56 to 366 inclusive on 
the opposite side of the plate. 

Our next step will be to stamp the numbers on each 
circle using a set of very small steel figures for this pur- 
pose. It is very important that the numbers be stamped 
on the plate on each side before we proceed with the spac- 
ing of the circles as the distortion incurred in stamping 
might cause an untruth in the spacing if it were done 
afterwards. 

It must be clearly borne in mind that we are working 
on a very accurate piece of work and every little detail 
must be carefully considered, if we wish to produce an 
index plate perfect in every respect. 


How shall we proceed 
to make the proper divisions in the series of circles we 
have scribed and marked? 
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JUNE WEDDINGS 


OUR NEW 
Platinum Channel 


GOLD SHANKED 
FANCY RINGS 


FOR 


5, 10, 15 and 20 STONES 
ARE REALLY ATTRACTIVE 





| PLEASE ASK FOR SAMPLES 


Johnson, Matthey 
& Co., Inc. 


Refiners of Platinum and Precious Metals 


15 West 47th Street, New York City 
Telephone: BRyant 9-4645 














wn Crucibles 


FOR MELTING 
SMALL QUANTITIES 


Without the Use of a Furnace 











Gold, silver and their alloys are 
easily and economically melted in 
DICA Crucibles—saving the time 
and fuel required for melting 
small quantities in a furnace. 


















Compact, of special heat-retaining 
composition, and uniformly per- 
fect. 







They will not crack when heated 
or cooled and are designed for 
easy pouring, best flame action 
and free draft. 












Cleaner 
Castings 


Quicker 
Melts 


BINNEY & SMITH CO. 


41 East 42nd Street, New York, N. Y. 
Se 6 OO. Ake, 0 


We are interested in the Dica Crucible, so please send us more 
information. 
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by Hoover Always Pleases the Shipper 


For years we have been saying, 
“It’s the Amount of the Check that 
Counts.” Learn what this really 
means by sending us your next 
accumulation. Free shipping con- 
tainers on request. Try Hoover! 


Your values returned if you are not 
satisfied and so notify us on receipt 
of our remittance. 


HOOVER & STRONG, INC, 


119 W. Tupper St., Buffalo, N. Y. 
Golden Rule Refiners and Manufacturers Since 1912 























BUYERS of 


Gold -Silver -Platinum 
Scrap 


OR ANY MATERIAL IN WHICH 
THESE METALS ARE CONTAINED 
WITH AN HONEST RETURN’ 
AS PROMPTLY AS 
ACCURATE DETERMINATIONS 
PERMIT 





WE HAVE NO TRAVELING BUYERS, 
BE SURE SHIPMENTS ARE SENT DIRECT 


T. B. HAGSTOZ & SON 


709 SANSOM ST., PHILADELPHIA, PA. 
Thirty-four Years of Refining Service 



































Answer. In making the divisions in the circle, the tools 
required are: the dividers, a 60° center punch and a 2% 
inch glass, plus the patience and skill required to do per- 
fect work. In spacing off circles where extreme accuracy 
js required, there are several points that must be consid- 
ered. We must have fine points on our dividers, and we 
must set the points of the dividers exactly on the circle 
at each division. Also, we can prove the accuracy of our 
work by spacing the circle in each direction, which will be 
described later. We may facilitate operations in spacing 
the smaller numbers by spacing the 16 circle first. We 
will set the dividers to the distance we judge to be fairly 
close to make 16 divisions, then proceed to try out this 
measurement. We shall space clear around the circle. 
The first effort may not come out correctly, then we may 
open or close the dividers as required and repeat this op- 
eration until 16 divisions exactly divide the circle. When 
the circle is correctly divided, the point of the divider 
should fit exactly in the original hole we started from. 
Assuming that the spacing is correct, then we shall run 
around the circle again and make a short line about % 
of an inch long and intersecting the circle. Now, to 
prove the accuracy of our work, as mentioned above, we 
shall run around the circle in the opposite direction and 
make similar intersecting lines on the circle. ‘This will 
give us an X intersecting the circle at each of the 16 
divisions. The importance of this X mark will be readily 
apparent when we proceed to punch the marks with the 
60° punch. By using our glass we can set the punch 
exactly on the intersection of the X mark and the circle 
and strike the punch a smart blow with the hammer. 
Close examination with the glass will determine if the 
punch mark is exactly in the center of the intersection of 
the X mark and the circle. Each of the 16 divisions 
should be carefully marked in this manner. The com- 
pleted circle should have the divisions punched in rather 
deep, but we must locate the holes accurately first then 
we may punch them deeper. Do not stone off or other- 
wise obliterate the X marks until the final punching op- 
erations are completed, as these X marks are used to 
judge the accuracy of our work. 

Assuming that we have the 16 circle punched accu- 
rately, then we may use the straight edge and scriber and 
“quarter” the index plate. Why we must set the straight 
edge so that we may scribe a line exactly intersecting the 
center by this operation will be readily apparent now. 
“Quartering” the index plate will give us at one stroke 
(or two) the proper division of the 4 circle and part of 
the 8 circle or any other number divisible by 4. This will 
make the spacing much easier in many of the circles. 

In spacing off circles above 20, we may save consider- 
able time by accurately measuring the diameter of the 
circle, then multiplying by 3.1416 to obtain the circum- 
ference. The circumference is then divided by the num- 
ber of divisions required. The product will give the ap- 
proximate distance in thousandths of an inch to set the 
points of the dividers. If we use our micrometer calipers 
to set the points of the dividers, we may come very close 
to the correct spacing of the circle at the first effort. 

The spacing of each circle of the index plate is simply 
a repetition of the above methods. It is quite possible to 
make a very accurate index in this manner. The writer 
made such a plate and has used it for a number of years 
and it has given perfect satisfaction in every respect. 

Assuming that all of the circles have been spaced off 
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and punched lightly, then we may proceed to punch them 
in to the full depth required, which should be about 3/64 
of an inch in depth. This gives us a hole on the face of 
the plate 3/64 of an inch in diameter as 60° is an exact 
triangle. 

Then we may stone the plate smooth with a Scotch 
stone, which will give it a nice smooth surface, but do not 
stone out the center mark as we shall require this to 
center the plate when we bore it out to fit the collar. 


Hew shall we proceed 
to make the collar that is to hold the index plate? 
Answer. To make the collar, we shall require a piece 
of soft steel 114 inches in diameter by % inch in thick- 
ness. Our problem now is to make this piece of steel fit 
into the center of the index plate and also onto the back 
end of the lathe-head spindle. 
(To be continued) 


Captains of Industry Who Started as 
Watchmakers 


April 8 was the two hundredth anniversary of the 
birth in Philadelphia, Pa., of David Rittenhouse, pioneer 
American astronomer. He later became president of the 
American Philosophical Society, which had been founded 
by Benjamin Franklin. 

The Horological Institute of America points out that 
Rittenhouse got his early practical scientific training as 
a clockmaker, as did many other men who have had a part: 
in the development of industrial or scientific progress. 

One of the most notable modern examples, says the 
Institute, is Henry Ford, whose early idea was to pro- 
duce a cheap watch, rather than a cheap automobile. 
Watchmakers have been closely identified with transpor- 
tation. James Watt, who invented the separate con- 
denser, was trained as a watchmaker. George Stephen- 
son, who developed the first practical steam locomotive, 
was a trained watchmaker. 

When the Baltimore and Ohio Railroad in its early 
days offered a prize for the best locomotive there were 
five contestants, three of them watchmakers, and it was a 
watchmaker, Phineas Davis of York, Pa., who won the 
prize of $4000. That was in 1831. Baldwin, who has 
given his name to the famous locomotive works, was a 
watchmaker. 

Among the earliest designers of the dirigible airship 
was a clockmaker, Pierre Jullien, who named his model 
the Precursor, which actually was the immediate fore- 
runner of the first successful dirigible and which gave 
inspiration to Giffard, who produced this machine in 
1852. Another useful development was the sewing ma- 
chine, and Elias Howe, a watchmaker, was responsible 
for this. To mention only one other instance, one of the 


‘ greatest aids to the great printing industry is the linotype. 


The man who originated that was Mergenthaler, a watch- 
maker. 

The importance of the watchmaker today is not proper- 
ly recognized by the public. Time means more to the 
world now than ever before. It affects us in every phase 
of life. And it is highly important that America have 
the finest mechanicians to take care of the delicate 
instruments of time. For in these days a fraction of a 
second sometimes is the difference between life and death. 
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ITS TIME 
for the 


SPRING 











134 West 23rd St., New York City 
WAtkins 9-8661 
Now is the time to collect all your old 


jewelry, filings, sweepings, etc., and con- 
vert them into cash. We will recover all the 
gold, silver, platinum, and palladium con- 
tained in your scrap, and send you our 
check promptly. For most satisfactory re- 


turns send your precious metal scrap to 


p ¥Y SMELTING & 
REFINING CO. 


55 So. Tuirp Sr. MINNEAPOLIS, MINN. 








IN SIZE, 





IN PRICE 


ONE ENTIRE FLOOR DEVOTED TO 
SAMPLE ROOMS 4¢the new 


=— 


HOTEL 
312 ST.aid 72 AVENUE 


[OPPOSITE PENNA. R:R:-} 
B. & O. BUSES STOP AT DOOR 


+e NEW —_ 


1200 ROOMS EACH WITH- 
BATH ,SERVIDOR & RADIO 


watz lc 




















Delivery guaranteed within 3 days 


George Palestro 








Go to a specialist with your hairspring troubles. 
Just send balance wheel and bridge, stud and 
collet to vibrate. Flat or Breguet hairsprings, 
Swiss and American, all sizes. 


Cy HAIRSPRINGS 


SWISS HAIRSPRING SERVICE, Inc. 


116 Nassau Street 


eiemmeenne 





New York City 





REEVE & MITCHELL CO. 


SINCE 1898 


NON-TARNISHING 


FLANNEL BAGS and ROLLS 


1110 Sansom Street 


Philadelphia, Pa. 

















In BOSTON, It's 


= Kenmore 


COMMONWEALTH AVENUE 
AT KENMORE STATION 
BOSTON, MASSACHUSETTS 








Rates— 
$3.50 single 
and up 


Cc. P. DODSON 
President 





a 


400 luxurious rooms 
—each with tub— 
shower — shampoo 
spray — circulating 
ice water. 






































Merchandise Market 
(From page 69) 


pattern. The finish gives a sparkle and glow like fine candle- 
light. The wearing qualities are exceptional and the pattern 
can be depended on for generations of satisfactory use. 


Community Cut Crystal 


A new and important development in the field of jewelry 
store selling is the announcement by Oneida Community, Ltd., 
of table crystal cut to match the designs of Community Plate. 
The new product is called Community Cut Crystal. It has 
been created for ultimate distribution and sale through jewelry 
stores which are already carrying Community Plate silverware 
and Community China made to match the silverware designs. 
When it is ultimately released to the trade, it will permit the 
jeweler to offer his customers a complete ensemble for the 
table, including silverware, china and crystal in a single design. 


Gemex Introduces New Line of Tie-Clips 


About forty different designs in various qualities constitute 
the new line of tie-clips that have recently been introduced and 
offered to the trade by the Gemex Co., makers of Gemex watch 
attachments. Every conceivable sporting motif, as well as 
more formal designs especially suitable for business wear, are 
included in the group. The tie-clips are made in chromium, 
sterling silver and gold filled. 


Hollow Handles in lvory-Toned Composition 


A striking, new hollow handle makes its appearance in 
“Empress,” the new flatware design in International Sterling. 

Dinner knives, dessert knives, fish knives and forks and a 
few of the fancy pieces are furnished, if so desired, with hol- 
low handles in an artistic and pleasing combination of silver 
and molded ivory-toned composition. 

“Empress,” an exquisite design in itself, is reminiscent of the 
romantic spirit of the Empire Period and particularly adapted 
to carry this smart and modish feature. 


Abraham Schliff 


Abraham Schliff of A. Schliff & Sons, 2 W. 56th St., 
New York, died suddenly April 19 in his apartment in 
the Hotel Hargrave, 112 W. 72nd St. According to his 
brother Jacob, the deceased had suffered a series of finan- 
cial losses and was extremely despondent. 

It was reported that $4,200 worth of gems which he 
had given out on memorandum had not been returned and 
that this had preyed on his mind. 





Rough Diamond of 574 Carats Reported Found 
in Brazil 
(From page 51) 


in the establishment of Costa in Amsterdam and pro- 
duced an oval brilliant of 125 carats. According to this 
authority, it was finally bought by E. Dresden for the 
Gaekwar of Baroda, who is said to have paid £80,000 
for it. 

Among other large Brazilian stones recorded is one 
13834 carats found at Rio Adété; one of 12034 carats 
found at Bagagen and one of 107 carats found at Tobacos 
on the Rio das Velhas. (All the above weights are 
based on the old standard carat, which was about two and 
a half per cent heavier than the present carat. 
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A Business Getter 











People Who Pass Your Store 


wonder where they can dispose of their 
old gold, silver and platinum. Some 
may want CASH—yet, in many cases 
they will buy a new watch or some 
piece of jewelry. 


Encourage Them to Come In 


You can make friends and customers 
of them. 


This Neat, Attractive Sign 


placed in your window is certain to 
bring in much NEW PROFITABLE 
BUSINESS. 


Your Sign Is Ready 


For valuable suggestions and details as 
to how you can procure one of these 
signs, forward your name and address, 
written hereon. 


THOMAS J. 
DEE & CO. 


Refiners 


39 E. Washington St. 
CHICAGO 
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4 66 . . 
Customer writes, ““The returns are to our satisfaction. We 





desire to express our appreciation of the prompt manner 


in which this and former transactions have been attended 


to by you.” 


SWEEP SMELTERS. 
{ BIRMINGHAM, ENG. 








| S 


ao supit NEW INVISIBLE RING GUARD 
There’s Profit in Old Jewelry | | Zio Bex sens = 


Excellent for diamond wedding rings. 
3 widths, 14 kt. white and yellow gold. 


old gold, dentures, etc. q Soldered inside of shank. 
( Keeps setting in right place. 


Guard will not slide around ring. 


Refine them yourself a j /, Samples and prices gladly sent on request. 
and realize the most! A! —— P 71 Nassau St. j tubes cuit ° New York City 

















Refining the Hoke way is simple and 
A t a ae 


economical and the equip is 
not expensive. Easy to do in your own sar — 

shop, or even in your home. The returns Pca /HiH~~ 

from your first refining often pay our +/ 4 (fe | 


small fee. 


Ask for our free booklet R. C. : \ ae 
i > Tech 1 Ad C \ ¥ A complete line of a — WALTHAM and 

ew rT ic i is f ™S other American standard make watches in new cases. 
seeanan rng Niggas Hoke Instructions Hamilton—Illinois—Howard—Elgin 21-3 R. R 


22 Albany Street, New York City are easy to watches in original cases, at very low prices. Price list 
Co-operating with Hoke, Inc. follow. vps ete BUILT JEWELRY CORP. 
i 76 Bowery New York City 




















NON-TARNISHING FLANNEL 


BUY AMERICAN MADE 
ROLLS and BAGS 


WATCH AND CLOCK. OIL 
FOR SILVERWARE 


Bridgeport Bag & Jewelry Case Co. 


N y kK . S @ | L | 25 Wells St., Bridgeport, Conn. 


For fifty vears the standard lubricant | Expert WATCH REPAIRING 


for the trade 


Guaranteed; prices very reasonable; prompt delivery; out 
of town work given special attention; send for our price 


416 WEST 129th ST. NEW YORK 








for watches and clocks 























_| & 











Fisting balance jewels. 
“Will you kindly explain how I should proceed to re- 
move a broken balance jewel of the burnished in type 
such as are contained in the common Swiss watches so 
much in use today ?” 

“How should I determine the correct hole size and the 
diameter of the broken jewel? 

“What should be the proper treatment of the jewel 
bezel before attempting to replace the new jewel in the 
bridge or plate? 

“Can a nice job be completed without the use of a face 
plate?” (Question No. 4847.) R. W. A. 

Answer. ‘To remove a broken balance jewel of the 
burnished in type the first step is to push the jewel out 
with a sharp steel point. Little fragments of the jewel 
will likely be left in the jewel setting by this treatment 
and should be brushed out carefully with a watch brush. 
You should examine the hole carefully to be sure that no 
fragments are left in the jewel seat. Sharpened pegwood 
is quite good to feel around in the jewel seat to be sure 
that all of the broken jewel has been removed. 

Your third question really should be answered next. 
You should make a small steel burnisher about half the 
size in diameter of the jewel hole, flat on the end and with 
the corner slightly rounded. If you use this burnisher 
carefully with a glass you can open up the jewel bezel 
practically to the original size, but you must be careful 
not to cause injury to the bezel. 

Your second question should be considered next. 
jewels should he graded as to diameter so that you can 
select the proper jewel diameter to fit in the old setting, 
then to select the correct hole size you would merely try 
this on the balance pivot. 

Referring to your fourth question, it is quite possible to 
do a very nice job without the use of a face plate. 


Ships clock striking system. 
“1.—Give me the formula for making a lacquer for sil- 
ver and brass dials (in 8 oz. amt.). This lacquer should 
serve as a protection against tarnishing. 
“2.—Give me the formula for a good tarnish prevent- 
ing lacquer for French brass clock cases (in quart 
amounts ).”” 
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WORKSOP WOHIES ¢ QUWIEIRIIES. 


“3.—What is the striking system on good ship clocks? 
For instance, what does it strike at 12, 12:30, 1, 1:30 
and so on.” (Question No. 4848) M. D. 


Answer. In regard to your questions Nos. 1 and 2, it 
will not pay you to attempt to make a lacquer of any 
kind. You can buy suitable lacquer for any purpose from 
the Egyptian Lacquer Mfg. Co., 90 West St., New York 
City. Write to this firm explaining your requirements 
and we are sure that they will suggest a suitable lacquer. 

Referring to your question No. 3: Time is kept on 
board ship by bells striking every half hour. The nautical 
day begins at noon and time is rung out by striking a bell 
from one to eight times, as follows: 


A. M. A. M. A. M. P. M. P. M. P. M. 
12:30 4:30 8:30 1 bell 12:30 4:30 8:30 
1:00 5:00 9:00 2 bells 1:00 5:00 9:00 
1:30 5:30 9:30 3 bells 1:30 5:30 9:30 
2:00 6:00 10:00 4 bells 2:00 6:00 10:00 
2:30 6:30 10:30 5 bells 2:30 6:30 10:30 
3:00 7:00 11:00 6 bells 3:00 7:00 11:00 
3:30 7:30 11:30 7 bells 3:30 7:30 11:30 
4:00 8:00 Noon 8 bells 4:00 8:00 Midnight 
Welding white gold. 


Will you kindly give us information as to how to weld 
18K white gold, instead of the regular hard soldering 
process. We would appreciate any information you could 
give us as to how to go about this work. Also advise as 
to what machinery we would need for same. (Question 


No. 4849).—M. & A. R. 


Answer.—Eighteen Karat white gold is very easy to 
weld providing you use plenty of borax for a flux and 
do not use an excess of oxygen if you are using an oxy- 
hydrogen torch. The great difficulty with welding is 
when an excess of oxygen is used, as the metal will absorb 
a great amount of the oxygen which will result in pitting 
the work. Some experience will soon demonstrate this 
to you. Further in regard to welding you will have to use 
an excess of metal sufficient to allow dressing your work 
to size. Naturally this method is the advisable one to 
use on cases as for instance, delicate work around the 
settings. For sizing at such work it is very good. 
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Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
men 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 

month. 
Unless the advertiser instructs us to 
publish his name and address, all answers 
will be directed care The Jewelers’ 
Circular. 

In answering ads, do not enclose origi- 
nal letters of recommendations, send 
duplicates. 

To avoid unnecessary correspondence 
mention your location in the advertise- 
ment. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Te 











Situations Wanted. 
Under this heading, 75c. for first 
25 words, 5c. for each additional 
word; minimum charge, 75c. 








A WEEKR’S TRIAL will convince you of 
my ability as retail salesman. Address 
“W., 7780,” care Jewelers’ Circular. 





YOU’LL BE PLEASED with my services 
as salesman in your store. Address “V., 
7779,” care Jewelers’ Circular. 





POLISHER, LAPPER AND COLORER, 
wants position. F. Kosec, 1867 Second 
Ave., New York. 





JUST GIVE ME the windows and mer- 
chandise. I’ll do the rest. Address “R., 
7813,” care Jewelers’ Circular. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort 
7392, New York. 





MELTER AND PRESS HAND wishes 
position; thoroughly experienced. Ad- 
dress “C., 7621,” care Jewelers’ Circular. 





IF YOU ARE IN NEED of a watchmaker, 
jeweler or optician, write to Henry 
Paulson & Co., So. Wabash Ave., 


Chicago, Ill. 





CAPABLE OF MANAGING, a clean cut 
young man seeks connection with repu- 
table outfit. Address “R., 7777,’’ care 
Jewelers’ Circular. 





WATCHMAKER, Swedish, A-1 mechanic, 
25 years’ experience; good references. 
Address “F., 7794,” care Jewelers’ Cir- 
cular. 


WATCHMAKER AND SALESMAN, de- 
sires permanent position; 10 years’ ex- 
perience; best reference. Address “J., 
7859,” care Jewelers’ Circular. 





WATCHMAKER, skilled mechanic, used 
to finest workmanship on Swiss and 
American watches; salary or percent- 
age; New York. Address ‘‘M., 7454,’ 
care Jewelers’ Circular. 





HEAD WATCHMAKER, active, reliable, 
close timing, for 11 years in full charge 
of repair department; good references 
New York City. Address ‘“‘K., 7453,’ 
care Jewelers’ Circular. 





ALL AROUND MAN, watchmaker, 
jeweler, engraver, desires permanent 
position; Al reference; married. Ad- 
_— “K., 7751,” care Jewelers’ Circu- 
ar. 





HUB CUTTER AND DESIGNER, able 
modeler, first class man; rings a spe- 
cialty; wishes to connect with good 
firm. Address “H., 7744,” care Jewelers’ 
Circular. 





WATCHMAKER, experienced in repairing 
wrist or large watches, wishes position 
at once; excellent references. E. 
Greendlinger, 1650 Topping Ave., Bronx, 
New York City. 





WATCHMAKER, German, wishes perma- 
nent position; own tools and best of 
references; will start with low wages; 
Manhattan preferred. Address “E., 
7739,” care Jewelers’ Circular. 





POLISHER, PLATER, 25 years’ experi- 
ence, silver, gold, platinum; twenty dol- 
lars weekly if steady work ; will go any- 
where; best references. Peterson, 326 
East Hancock, Detroit, Mich. 





WATCHMAKER, JEWELER, all grades 
fine watches, 16 years’ experience ; have 
also specialized in railroad inspection 
service, and seven years of store man- 
agement. Paul Gurley, Etowah, Tenn. 








IT’S YOUR DUTY to write me if this 
advertisement has attracted your atten- 
tion; I am a qualifield counter-sales- 
man. Address “T., 7778,” care Jewelers’ 
Circular. 





OPTICIANS, LOOK! If you can use a 
jewelry salesman, a cultured young 
man who’s had experience assisting in 
optical department, address “P., 7776,” 
care Jewelers’ Circular. 





CLOCK REPAIRER wants position; ex- 
perienced on Chime, French, Chelsea, 
traveling, folding; will go anywhere. 
Address “S., 7814,’’ care Jewelers’ Cir- 
cular. 





HONEST YOUTH, 22, willing worker, 
seeks position with a reputable whole- 
sale or retail concern; references; ex- 
perienced. Address “B., 7823,’ care 
Jewelers’ Circular. 





SATISFACTION is what I assure you, 
through my methods as a salesman 
and window trimmer; references of ex- 
cellence are available. Address “Q., 
7812,” care Jewelers’ Circular. 





A-1 WATCHMAKER wants position three 
days a week on percentage basis; New 
York City or vicinity; 28 years’ ex- 
perience; references. Schiff, 12 Pen- 
nant Court, Brooklyn, N. Y. 





LEATHER GOODS WORKER, man with 
many years’ experience, desires position 
inside of factory, or work at home. 
Address “P., 7808,” care Jewelers’ Cir- 


cular. 





ENGRAVER AND WATCHMAKER 20 
years’ experience; thoroughly capable 
in both lines of work; best references 
a ne “O., 7803,” care Jewelers’ Cir. 
cular. 





LS 


JEWELER, CLOCK REPAIRMAN, sales- 
man, window trimmer and manager: 
age 35 years; 18 years’ experience: 
South preferred. Address: “L., 7399" 
care Jewelers’ Circular. : 








ENGRAVER, letter, monogram, crests 
etc., long experience, wishes to connect 
permanently with high class firm: 
highest references. Address “W., 7786.” 
care Jewelers’ Circular. : 








SALESMAN, long experience, finest clien- 
tele on the road and city, desires con- 
nection with good house; best of refer- 
ences. Address “K., 7795,” care Jewel- 
ers’ Circular. 








GOOD WATCHMAKER, ENGRAVER, 
diamond setter, wants position in Mid- 
dle West states; 15 years’ experience; 
references. K. T. Gatliff, 709 N. Olive 
St., Pittsburgh, Kansas. 





WATCHMAKER, JEWELER and clock 
repairman, 18 years’ experience, desires 
position during June, July and August; 
can wait on trade. Address Hobe Camp- 
bell, West Lafayette, Ind. 





EXPERT WATCHMAKER, age 42, single, 
25 years’ experience: can take charge 
of repair department; seven years in 
one position. Erich Gruhlke, 125 East 
15th St., New York. 





RETAIL SALESMAN wants connection, 
reliable concern; 20 years’ experience; 
competent take charge or run branch 
store; best references; state salary. 
Hauser, 4300 Drexel Blvd., Chicago. 





WATCHMAKER, CLOCKMAKER, Ger- 
man, 25 years’ experience, desires 
steady position, New York vicinity; 
highest credentials. Address ‘‘F., 7825,” 
eare Jewelers’ Circular. 





SALESMANAGER desires to connect with 
responsible operator, Metropolitan 
credit organization; Bulova ghee! | de- 
livery to consumer. Address ‘‘N., 7838,” 
care Jewelers’ Circular. 





Al WATCHMAKER, 10 years’ experi- 
ence doing high grade work on all 
sizes Swiss and American watches; 
age 29; excellent reference. Anton 
Hoppe, 324 East 125th St., New York. 





YOUNG MAN, age 22, high school grad- 
uate, desires position; reliable watch, 
clock and jewelry repairer, salesman; 
six years’ experience. R. R. Avery, 
Hartford, Ala. 





EXPERT WATCHMAKER with years’ 
practical experience; can furnish refer- 
ences as to character and ability. John 
Leon Hardsberger, Post Office Box 790, 
New Haven, Conn. 





YOUNG MAN, Christian, neat appearing, 
desires position as assistant watch- 
maker, clockmaker; four years’ bench 
and store experience. E. Adrian Steen, 
3 Water St., Middletown, Pa. 





CERTIFIED WATCHMAKER, first class 
mechanic; 18 years’ experience on finest 
watches and clocks; best references. 
— *“K., 7856,” care Jewelers’ Cir- 
cular. 
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TO LET—Continued 





STORE, Est. 1864, for rent; 
100% ee on main business street; 
modern front; safes and fixtures; rea- 
sonable rent includes full equipment. 
A. L. Rubin, 10 Colden St., Newburgh, 
N.Y. Tel. 517-M. 


OPTOMETRIST HAS HALF STORE in 
ETRIS ; 
OPT OM ecation in one of Long Island’s 
fastest growing towns; splendid oppor- 
tunity for a watchmaker and jeweler ; 
rent reasonable to an honest and _sin- 
cere type man. Address “G., 7743, 
care Jewelers’ Circular. 

















Wanted to Exchange. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 





FOR TRADE OR EXCHANGE, Southern 
California real estate, residence or bus- 
iness property, for jewelry stock. Ad- 
dress “G., 7826," care Jewelers’ Cir- 
cular. 





EE TE a 


H#iscellaneous. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 














I PATENT your inventions and designs; 
Z. H. Polachek, Registered Patent At- 
torney-Consulting Engineer, 1234 Broad- 
way (at 31st Street), New York. Phone 
LOngacre 5-3088. 


PATENT ATTORNEY secures patents 
trade-marks, copyrights; call or send 
me your sketch or model; confidential 
advice; literature. % Polachek, 
1234 Broadway, New York. 


GENUINE TIGER CLAWS, Elk teeth, for 
jewelry emblems; round or oval glass 
shades for covering clocks, etc. J. 
_— 989 Gates Ave., Brooklyn, 











LEARN WATCH REPAIRING; courses 
for beginners and advanced students; 
hairspringing and vibrating course for 
watchmakers; free catalogue. Standard 
Watchmaker’s Institute, Established 

1921, 111 West 111th St., New York. 


LEARN WATCHMAKING and become in- 
dependent; we help you secure a posi- 
tion; easy to learn; send for free cata- 
log.’ St. Louis Watchmaking School, 
Dept. 7, St. Louis, Mo. Under the 
same management since 1886. 


FRANK TAGER, Jewelers’ Mill ht, 
eral contractor ; complete 


welry sho m; plants bought 
and sold; welry ery on stock. 
261 West 27th St., New York. Chicker- 
ing 4-1432. 











WATCHMAKERS! increase your ability 
through the highly recommended books: 
“Rules and Practice for Adjusti 
Watches” and “Practical Balance an 
Hairspring Work”; circulars on request. 
Walter einlein, 610 So. Champion 
Ave., Columbus, Ohio; formerly Wal- 
tham, Mass. 





YOU WANT A POSITION 
YOU WANT A SALESMAN 
YOU WANT A WORKMAN 
YOU WANT TO EXCHANGE 
YOU WANT A PARTNER 
YOU WANT TO SELL OUT 
YOU WANT TO SELL TOOLS 
YOU WANT TO LET A PLACE 
——=T YOU WANT ANYTHING 


USE THE 


Want Advertisements 


of the 


Jewelers’ Circular 








Henry C. Dunn 


Bocota, N. J.—Henry C. Dunn, 89, 
pioneer retail jeweler of Hackensack, died 
recently at his home in Bogota, after an 
illness of a year. 

For over 40 years he conducted a jewelry 
establishment on Main St., Hackensack. 
He was an expert in the repair of grand- 
father’s clocks. 


Pennsylvania State Convention 
to Be Held May 24 


PHILADELPHIA—Officers of the Pennsyl- 
vania Retail Jewelers’ Association have 
decided to hold the 1932 convention at 
“The Mountain” near Reading, on Tues- 
day, May 24. A one-day gathering is 
planned and will be devoted strictly to 
business, with a smoker and chicken din- 
ner in the evening. 

A constructive session is being planned 
in conjunction with the Reading Jewelers’ 
Guild and a large attendance from all 
over the state is expected. 


Jewelry and Gem Imports During 
February 


WasuHincTon, D. C., April 18.—The 
total value of the fine jewelry of precious 
metals or gems imported during the month 
of February is announced by the Depart- 
ment of Commerce to have been $615, 
while the total value of all other jewelry 
imported during the same month was but 
$40,857. 

Diamonds imported during February 
amounted to $1,161,410, of which the rough 
or uncut stones were valued at $184,854, 
and the cut stones, $976,556. February 





imports of cut stones were about the same 
as last year but showed a drop of about 
$100,000 in the rough imported in 1931. 





Watch Imports and Exports 
in February 


WASHINGTON, D. C., April 14.—Imports 
and exports of watches and clocks continue 
at a low ebb, according to the figures just 
released by the Bureau of Foreign and 
Domestic Commerce. These show that 
watch imports for February amounted to 
but $42,554, of which all but $166 came 
from Switzerland, while parts of watches 
amounted to but $16,199, of which $16,020 
came from the same country. 

During the month we imported exposed 
electric clocks worth $7,338, alarm clocks 
worth $4,655, mantel and novelty clocks, 
$729, wall clocks, $295, other clocks and 
parts, $8,205, and clock watches (without 
jewels), $1,594. 

Exports of American watches during 
the month showed shipments of watches 
amounting to $5,269, and parts of watches, 
$9,781. 

Clocks imported during the month 
amounted to $2,161, and clock parts, $1,600. 





Reading Jewelers’ Guild 


READING, Pa.—The Reading Jewelers 
Guild has elected the following officers 
for 1932: President, Daniel Manwiller; 
secretary-treasurer, Arthur Schwemmer. 

The guild is one of the most active in 
Pennsylvania and every retail jeweler in 
the city is a member. Its monthly gath- 
erings, with social features added, are 
very enjoyable and interesting. 
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Put on a Conn Sale 


Sell your present stock and buy new merchandise 
at present low prices, 


AND MAKE MONEY 


They all forget Depression when attending 


J. A. CONN, Jr. 
Conn’s Sales 


L. B. BACH 


List of Few Important Sales List of Sales Made Since Jan. Ist This Year 


Bros. Co., Euclid Ave., Cleveland, hi. y 
cs Poy ny . oe Seribner Loehr Co., Euclid Ave., Cleveland, Ohio 


Evans Jewelry Store, Orlando, Fla. Shier and Fitheon, Paris, Ky. 
Frank B. Ross, Columbus, Ohio S. H. DeRoy Co., Pittsburgh, Pa. 


George Clark Co., Lorain, Ohio 
F. E. DeWitt, Port Clinton, Ohio ruttles Jewelry Store, Thomasville, Ga. 


W. H. Keller, Georgetown, Ky. Clere’s Jewelry Store, formerly Clerc’s & Allen, Ambridge, Pa. 


WRITE THEM ALL—THEN WRITE—WIRE—PHONE US. 


You can consult Conn Confidently 


Local and Long Distance 
Phone—Cherry 2905 


.. A. C O N N > -.. 409 Swetland Bldg. 


Jewelry Auctioneers CLEVELAND, OHIO 





























THE CREAM OF THE CROP 


Chosen from the Entire Field to Conduct the First ’ 
Jewelry Auction to Be Held on Fifth Ave., New York Costnal Section 


In the Grand 





City by Any Jeweler of Repute 


—When Bailey’s, Inc., 


OTE, 
of 379 Fifth Ave., ¥ 


New York City, de- 
cided to hold an auc- Room & Bath 


tion to raise cash and | Tuband Sh 
reduce their stock eee Lexington Ave. 


they chose us after a | $3 to $5 49th to 50th St. 


careful study of all | . 
auctioneers and their per day New York City 


methods. For 2 Persons New York's newest and finest Hotel 


—Mr. Jeweler, you | 800 Rooms 800 Baths 

need have no scruples | $4 to $6 

— an auction con- per day Radio in Every Room 
ucted our way—No 
BALLYHOO—Just | 3 minutes’ walk from Grand Central, 


son? Times Square, Fifth Avenue Shops 
dignified and forceful and most important commercial 


salesmanship. i centres, leading shops and theatres, 
10 minutes to Penn. Station. 


Such . service in- | 
ful | Grand Central Palace 
sale. aeneaed | only 2 short blocks away 





sale ws safeguards 

your future reputa- ae 

tion. i S. Gregory Taylor, 
: President 








Oscar W.Richards 
Manager 








Auctioneer for the Better Jeweler 


All sales personally conducted—no substitutes. 
Write or wire in strictest confidence for further 
information and reference. 


M. C. GOLDENBERG 


2720 Grand Concourse New York, N. Y. 
TEL. RAYMOND 9-7838 
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to the doors by representatives of the importing, wholesale, re- 
tail and manufacturing divisions of the industry as well as by 
representatives of the various groups such as silver, watch, 
clock, plated ware, etc. In fact, so many attended that the 
halls outside were overflowing and many could not even get 
standing room. In all nearly 300 representatives were recorded. 

The meeting was opened by President Cohn of the Board of 
Trade and Meyer D. Rothschild was made chairman of the 
meeting. A general discussion disclosed that it was the unani- 
mous opinion that every effort should be made to oppose the 
enactment of the proposed tax and that if results were to be 
accomplished, action must be coordinated and a unimous posi- 
tion taken by the industry as a whole. Toward this end, the 
following resolution was adopted: 

Whereas the house of Representatives has passed a revenue bill levying 
discriminatory taxation on_a few industries only, and 

Whereas the Jewelry Manufacturers, Importers and Producers are 
among the small group so selected for special taxation, be it 

RESOLVED, that this Mass Meeting representing more than 30,000 
jewelry concerns in the United States and every branch of the jewelry 
industry protests against such unfair taxation, and be it further 

RESOLVED that our industry is willing to pay any tax that is equally 
imposed on every other industry, and be it further 

ESOLVED that a Committee be selected to appear before the Senate 
Finance Committee to present our case to that body. 

By another resolution unanimously adopted a special com- 
mittee was formed to take charge of the fight, the following 
oficers being named: G. H. Niemeyer of Handy & Harman, 
Chairman; Wilson A. Streeter, Mt. Vernon, vice-chairman, and 
Arthur Lorsch of Albert Lorsch & Co., treasurer, the commit- 
tee being empowered to add to its members and to function 
through an executive committee or a sub-committee if desirable. 

The personnel of the Executive Committee later announced 
includes Charles F. Baumrucker, President of the National 
Association of Credit Jewelers; Arno Dorst, President of the 
National Institute of Educational Jewelers; Godrey Eacret, 
president of the California Gold & Silversmiths Association; 
Jacob Engel, president of the National Wholesale Jewelers Asso- 
ciation; Frederick R. Fish, president of the Silverplated Hol- 
lowware Manufacturers Association; Fred E. Hyatt, president 
of the National Watch Case Manufacturers Association; Walter 
N. Kahn, president of the Diamond Cutters Association; Craig 
A. Munson, president of the Sterling Silversmiths Guild of 
America; Richard H. Whitehead, president of the Clock Manu- 
facturers Association; W. Ross Atkinson, Hamilton Watch Co.; 
Fred G. Gruen, Gruen Watchmakers Guild; Benjamin Katz, 
Katz & Ogush; Wallace Kenyon, Webster Co.; Carl Lester, 
Krementz & Co.; Wm. D. McNeil, W. B. Wilcox Co.; Jacob 
Mehrlust; Frank Milhenning, J. Milhenning, Inc.; Rolland G. 
Monroe; Harry E. Radix, Thos. J. Dee & Co.; M. E. Robert- 
son, Oneida Community, Ltd.; Jules Schwab, Novelty Jewelers 
Association; Archibald Silverman, Silverman Bros.; Taylor 
Strawn, and Harold E. Sweet, R. F. Simmons Co. 

A general committee of over 400 representing not only every 
State in the Union but every prominent city and every section 
of the country, was formed to cooperate with the Executive 
Committee in stirring up the trade to fight the tax through 
their Senators and Representatives. 

Immediately on the formation of this committee Chairman 
Niemeyer and his executive committee got busy the next day 
and among the first work sent out were 30,000 letters to jewel- 
ers all over the country announcing the formation of the com- 
mittee and urging their cooperation. In addition to contacting 
all the retailers and wholesalers and their organizations, let- 
ters sent to every traveling man who could possible be reached 
to spread the knowledge of the fight and tell the retailers what 
to do in educating their Federal representatives. 

A fund to finance the activities of the committee was raised 
very quickly throughout the principal cities of the country. The 
amount to be raised was settled on and a proportion of this 
was allotted to each section. Then key men in the various 
cities were called upon to raise the quota, which was promptly 
done. The sums raised ranged from small amounts to a thou- 
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sand dollars, the quota which was sent in by Chicago. 

The committee has been in touch with the activities of the 
organizations in various sections of the country as well as in- 
dividual work of jewelers in enlisting the aid of their Con- 
gressmen and Senators. 


NEW ENGLAND JEWELERS TAKE UP THE FIGHT 


Just prior to the New York meeting the New England Manu- 
facturing Jewelers & Silversmiths Association appointed a tax 
committee consisting of Harold E. Sweet, Stephen H. Garner, 
James V. Toner, Archibald Silverman, Edgar M. Docherty, 
Wallace D. Kenyon and Edward O. Otis, Jr., who met with 
Congressman Joseph V. Martin of Massachusetts and arranged 
to make a strong protest and fight against the proposed tax- 
ation. This committee has been in close touch with Senators 
Walsh of Massachusetts and Metcalfe of Rhode Island, mem- 
bers of the Senate Finance Committee, to whom they have ex- 
plained the disastrous effect that the proposed tax would have 
on the jewelry industry in general. 

The New England Committee has been acting in conjunction 
with the general committee of the trade appointed by New York 
and planning a campaign to coincide with that adopted by the 
Special Tax Committee of the Industry. 


OTHER SECTIONS ACTIVE 


In various parts of the country, agitation against the tax 
was taken up through the retailers, wholesalers and manufac- 
turers. In Indianapolis, the Indianapolis Jewelers Guild held 
a meeting at the Hotel Washington, April 5, at which the tax 
was discussed and cooperation was asked in the fight against 
it by jewelers organizations everywhere, the Guild deciding to 
cooperate with the American National Retail Jewelers Asso- 
ciation and the Indiana Retail Jewelers Association in its fight. 
Senator Watson who was unable to attend the meeting, con- 
ferred with the leaders of the organization after it took place 
and was asked to lead the fight to defeat the jewelry provision. 

Many other organizations have adopted resolutions against 
its proposed discriminatory taxes and enlisted the aid of their 
members in writing congressmen and senators to this effect. 





H. |. A. to Hold Annual Meeting in Washington 
May 9 


WasHINcTON, D. C., April 24.—The annual meeting 
of the Horological Institute of America will be held at 
the home of the National Academy of Science, 2101 Con- 
stitution Ave., Monday, May 9, at which successors to the 
following members of the Advisory Council whose terms 
have expired will be elected: A. L. Barrows, R. E. 
Gould, R. H. Grafton, Carl W. Mitman, C. A. Morgan, 


‘Stanley A. Pope, and Paul Sollenberger ; also a successor 


to the late Edwin F. Lilley on the Executive Committee 
and the Advisory Council. 

One of the chief speakers at this meeting will be Dr. 
N. H. Heck of the United States Coast and Geodetic 
Survey, whose topic will be on “The Use of Precise Time 
in the Recording of Earthquakes.” ‘Technical subjects for 
discussions will be lead by William Ramsay, Jacques Le 
Roy, W. H. Samelius, John Bowman and others. The 
lecture on “The Story of Time Telling Through the 
Ages,” prepared by the National Jewelers Publicity Asso- 
ciation will be presented. 

The election of officers will also take place. 
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It’s an Uphill Battle 


This year, 1932, is an uphill battle for everybody. It is a 
fight for business that plays no favorites. Dealers are fighting for 
every dollar’s worth of business they get. Manufacturers and 
wholesalers are fighting—and while every man is fighting for 
himself—he is fighting for the industry. 
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Advertising is going to create more business. To do a good 
advertising job, two things are necessary—a good line of mer- 
chandise and an unalterable confidence in one’s mechandising 


ability. 
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The wise genius who penned the lines—‘Good Goods well 
bought are more than half sold” was undoubtedly talking about 
the Jewelry Industry; for the jeweler is the selector of merchan- 
dise for his community—he is the determining factor in the profit- 
able distribution of Jewelry and Allied Lines. 
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It is acknowledged that he controls 80% of the sales in his 
store. In other words, eight out of ten consumers who walk out 
of the jewelry store with purchases have bought that which the 
jeweler has recommended. 


SOLO 


NN@AY 


It is of prime importance, therefore, no matter what other 
distribution plans are in mind, that an advertising message be 
directed consistently and in a dominating way to the retail 
jeweler through an impartial, unbiased, all-inclusive source—his 
business paper. 


2 
TANABE ANION ANION TAN ONION @\ 


ONG 


\iva\te\ive\" 


1@\(@ 


The logical medium for such regular message is THE 
JEWELERS’ CIRCULAR, because of its tremendously im- 
proved editorial content and its stable editorial policy, its paid 
Circulation Leadership and Greater Reader Interest. 





THE JEWELERS’ CIRCULAR with the largest paid cir- 
culation of all Jewelry publications, A. B. C., continues its 63 
years of Leadership as the recognized authority of the Jewelry 
Industry. 
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